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What Will The Last Six Months 
of 1929 Mean To You? 


When the present year comes to a close, will it find you further advanced on 
the pathway to success? 


The answer will be “Yes” if you 
seize the opportunity now offered to 
link up with a strong company, deter- 
mined to grow stronger each year. 


In the first six months of 1929 thir- : 
teen general agents have started upon Seni .— 
successful careers with us. Six more 'o a SS 2 
good men are invited to join Atlantic’s general agents. 








Atlantic Life Offers Its 
New Men: 


A Generous General Ageacy Contract. 
Helpful Cooperation from Experienced 


hustling organization—Now! 


Our plan of expansion for 1929 has 
brought us into the states of Illinois, 
Missouri, Ohio, and Indiana, and we 


Efficient and Rapid Home Office Service. 


Valuable Material from the Life Insurance 
Sales Research Bureau and the Insurance 
Research & Review Service. 

Direct Mail Circularization by Agency 
Department. 





are ready to make general agency ap- ; 
pointments in the key cities listed An Excellent Line of Literature. 
A Complete Circulating Library, contain- 


below: ing all books recommended for reading in 
preparation for the Degree of Chartered 
Chicago Toledo Life Underwriter. 


St. Louis Cleveland Every approved plan of insurance on both 
, n : participating and non-participating forms. 
Kansas City Indianapolis 











If you are interested in knowing the support and assistance that Atlantic 
Life will render to the men who undertake to build organizations in these cities, 
and if you have a clean record as a successful producer and can lead men—write 
us in confidence. 





os >) Atlantic Life Insurance Company 


Stuy RICHMOND, VIRGINIA 
LTO ANGUS O. SWINK 


Ml that this Seal Implies” President 


WILLIAM H. HARRISON 
Vice Pres. and Supt. of Agencies 
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YYoU CAN CLEAN UP WITH OUR POLICIES 


Licensed to do Business in 32 States 


Write for General Agency Proposition 
and Territory 


INSURANCE COMPANY 
a INDIANAPOLIS, INDIANA - fae | 
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Wihirnoutr the loyalty 
of its agents a company is doomed to little or no 
progress. Without the loyalty of his company an 
agent is similarly handicapped. 


G Loyalty is a reciprocal entity. It is a two-sided 
affair, and both sides must give. 


Illinois Life men realize that they may expect 

the full cooperation of their Company at all 
times—that their Company has utmost faith in 
them and is backing them to win. 


G The Illinois Life is proud of its loyal field 

organization. A great many of its agents have 
been with the Company twenty years or more. 
The Illinois Life recognizes that without this loyal 
support from the men in the field it never could 
have attained its present high ranking in the 
world of life insurance. 


The Illinois Life Insurance Company enjoys the distinction 
of being the first legal reserve life insurance company, 


now active, to be chartered by the State of Illinois. 


Illinois Life Insuranee Co. 


Illinois Life Building Chicago 1212 Lake Shore Drive 


Raymond W. Stevens, President 
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(A SERIES OF EVENTS IN “EARLY AMERICAN LIFE WILL APPEAR ON THIS PAGE THROUGHOUT THE YEAR. WATCH FOR THE NEXT APPEARANCE 
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Missouri State 
Buys a Company 


Southwestern Life of Dallas Has 
Been Sold to St. Louis 
Corporation 


STATE OFFICIALS RATIFY 


Something Like $7,500,000 Was Paid 
for 10,500 of the 20,000 Shares 
by Purchasers 


Sf. LOUIS, July 25.—Acquisition of 
control of the Southwestern Life of Dal- 
las, by the Missouri State Life for ap- 
proximately $7,500,000 was announced 
after the insurance departments of seven 
states, sitting as a special commission, 
had approved the transaction. 

Hillsman Taylor, president of the 
Missouri State Life, stated that his com- 
pany is buying the Southwestern Life 
strictly as an investment. The Texas 
company will continue under the same 
officers and there will be no change in 
policy. As heretofore the company will 
continue to operate in Texas exclusively 
on the non-par basis, writing both ordi- 
nary and group insurance on all the 
modern plans. 


Paid $715 a Share 


It is understood the Missouri State 
Life purchased 10,500 shares of the 
Southwestern’s 20,000 shares of $100 par 
value capital stock from T. W. Vardell, 
president, and T. L. Bradford, vice-presi- 
dent, for about $715 a share. Under the 
contract of sale the Missouri State Life 
will pay $1,000,000 in cash immediately 
and the balance over a period of four 
years, 

President Vardell, Vice-President 
Bradford and other important officers 
and department heads of the Southwest- 
ern Life wil continue with the company 
and it will be entirely independent of 
the Missouri State Life except that com- 
pany will own the controlling stock. It 
is expected the deal will strengthen the 
Position of both the Southwestern Life, 
which has $265,000,000 of insurance in 
lorcee and admitted assets of about $30,- 
000,000, and the Missouri State Life, 
which now ranks fourtecnth among the 
30 legal reserve life companies with 
$1,210,955,672 of insurance in force and 
assets of $140,000,000, $4,000,000 of cap- 
ital and $8,595,761 of cash reserves. 
The Southwestern Life has $2,000,000 
capital and $2,000,000 of surplus. 


Commission Approved Deal 


The special insurance commission 
which approved the deal was composed 
* Commissioners Thompson of Mis- 
sourl, Tarver of Texas, Floyd of Arkan- 
Ok Wysong of Indiana and Read of 
pklahoma, Deputy Commissioner Har- 
ow of Iowa and Attorney C. J. Doyle 
= Actuary Anderson of Illinois. Depu- 
y Commissioner Dulaney of Arkansas 
also sat on the board. 

nder the Missouri laws life com- 
Pamies have a legal right to invest their 








Disability Losses Heavy 


New York Figures for 1928 Show Disastrous Experience 
on the Disability Clause with Profit Reported 
on Double Indemnity Clause 








1928 FIGURES OF NEW YORK COMPANIES 

































r—— Disability Clause oc Double Indemnity———, 
1928 1928 
Net Gain Net Gain 
Prems. Losses or Loss Prems Losses or Loss 
Brooklyn Nat.....$ 11,748 $ 100 4,615 $ 4,297 2,000 $ 
Equitable, N. Y... 5,266,072 2,295,703 —2,954,128 3,022,262 76 
Farmers & Trad.. 21,308 3,381 —19,031 8 
Guardian ........ 511,627 145,370 —75,924 { 
EE Es ickiew bmi 259,931 85,681 —13,021 2 
Ge. 20266000600 2,992 47 i 
Manhattan .....-. 56,394 13,214 —12 12,754 
Metropolitan 4,230,952 1,371,337 94 657,830 
Morris Plan ..... 44,182 11,609 =n) )=—§s so nrnandeeee 0058400 ©8:245052 
ip esate 4,961,532 2,159,935 —3,317,195 1,361,355 —214,041 
New York ....... 9:901.340 4,593,810 —2,468,578 2'446.633 1,265,503 
No. Am. Reassur. 30,856 7,593 —22,301 9,000 8,120 
POGOEE ccccosceoes eveseess 2,678 —9,233 ee ee esse seeeeses 
Security Mut..... 70,625 13.145 —14,209 47,912 48,823 —4,202 
Teachers In. & An. 8,174 566 11,055 tes te eee eee te eeees 
United States..... 5,962 553 —2,897 COR cc ceawns 1,354 
Totals ......: $25,383,695 $10,704,722 —$8,805,459 $15,528,192 $6,074,355 $2,758,849 
1928 FIGURES OF COMPANIES OF OTHER STATES 
c—— Disability Clause Double Indemnity——, 
Disability Claus a998 ouble de toes 
Net Gain Net Gain 
Prems. Losses or Loss Prems. 3 411 bso 9 iets 
and 1,505,791 752,469 —$2,139,889 $ 804,124 $ 441,580 93,432 
= ge be . 1,017,683 + Oe iss 2219031 ” 1,533,882 — 2681276 177,152 
: shir ies 62/316 7,873 Mu ctwcucee pascebne ‘secanuie 
Belouial tests gee +50 7,873 4,384 633 
Columbian Nat.... SM BBTERcescsnes severers cosenses 
adasaes 193,64 2,168 TU6B9 cencenns ceseesss consesse 
aoa Stat eae siete 838,703 195,053 8.468 310,277 153,500 73,138 
Equitable, Ta..... 456,456 115,724 113,587 238,345 52,500 115,524 
Fidelity Mut...... 473,884 151,852 — 66,489 15,916 91200 7,886 
Q eis 861,482 288.887 —477,940 434,662 178,50 89'327 
ened —. 1,519,028 376,167 — 697,866 26,967 15,000 —10,451 
Sees. Prot...o..+- 5.87 543 1.65 (Rr e oerpeincrs: 
atnal Wi. 7" 915.683 35,852 72,765 47.706 12,000 22,162 
New Eng. Mut.. 479.005 121,163 —86.670 220'556 114,500 39/431 
N egies 7.719 5,805 me <s«ssasenn. “tanenan Wexae Por 
i a 7608 348160 31.693 "386,976 "189,947 * 161,747 
Phenaia hus Pies 68 : 155.588 —139,750 293,531 156,944 47,129 
7 98,657 RE | cee Ment enege, ” eats errr 
Sat aan ol 75507 459.510 —292.706 3,260,787 1,561,478 57,765 
State Mut ; 5.799 41,593  —289,051 at | | rere 91.002 
Travelers .----:- 368,581 1,630,207 —2,731,492 724,228 266,180 26,161 
Futon Gent "713,316 239,942 404,201 55,292 173,750 172,413 
a ooo es 3" 155 2'846 RRR riage mange "14! 
1 2.846 1,7 
oo es: AB, 307 ae Acuscaene 290 
Totals $26,912,157 $12,564,242 —$7,607,743 $ 8,769,905 $3,585,539 $1,259,337 
1928 FIGURES OF FOREIGN COMPANIES 
Disability Chae ——Double IRE em Tees ‘ 
Net Gain : t a 
s. Losses or Loss re ms. sosses or Los 
Cc la Life $ ve TT $ 50.749 —$ 8728 $ 87,727 $ 901398 $ 60,850 
Canada Life....--8 06491 48,400 —12,642 72,489 25,000 13208 
Imperial .....-++- 117,410 12,877 11,053 35,558 7 ’ no 
Totals $ 521,956 $ 112,026 —$ 10,317 $ 195,774 $ 34,396 $ 89,220 
AGGREGATE 1928 EXPERIENCE ON DISABILITY 
——Disability Clause — ——Double indemnity 
Net Gain - ' net 
rems. Losses or Loss rems. Losses or Los 
4 704,723 5 459 $15,528,192 $6,074,355 $2,758,849 
N. Y. Companies. .$25,383,695 $10,704,722 $8,805,459 $15,528,192 $6,074,355 2,758,849 
a tee arena 26971956 112,026 10/317 195,774 34,396 89/220 
foreign COS..++«-. vel, ° “~ —an ane —— - 
Totals $52,817,808 $23,380,990—$16,423,519 $24,493,871 $9,694,290 $4,107,406 
OTAIS «eeeeee “, ’ «9, ’ 
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surplus funds in the stock of other life 
companies. Strictly speaking it was not 
necessary for the company to obtain 
permission from the insurance depart- 
ments before consummating the pur- 
chase. However, President Taylor said | ; : 
that his company deemed it advisable | Commenting on the transaction later 
to call the commissioners into confer- | Commissioner Joseph B. Thompson of 
ence so that they would be fully advised | Missouri told THe National UNDER- 
as to what was being done and would | WRITER that he regarded the deal an ex- 
have an opportunity to voice any criti- cellent one for the Missouri State Life. 
cism of the terms of the transaction. | Based upon its 1928 earnings the com- 
However, there was not the slightest ob- (CONTINUED ON PAGE 34) 


sioners complimented the Missouri State 
Life on being able to obtain control of 
the Southwestern Life on so favorable 
terms. 


| jection raised and several of the commis- 
| 
Regarded Deal as Excellent 





Record Crowds 
at Agents’ Meet 


Northwestern Mutual Home Office 
Jammed During 53rd Annual 
Field Convention 


HONOR LARGE PRODUCERS 


Valuable Pointers on Organization and 
"Sales Given General and District 
Managers 

MILWAUKEE, July 25.—Filling the 
the 
Northwestern 


auditorium of home office 
the Mutual 
Life and an overflow crowd occupying 
the the 


gathering of history of 


large 
building of 
adjoining rest room, largest 
the 


the company’s association of agents met 


agents in 


for the opening session of the 53rd an- 


nual meeting Monday morning. By a 
system of amplifiers installed in the au- 
ditorium and the rest room, speakers 
were easily heard. More than 1,000 
agents, or about 200 more than last year, 
registered. 

Harry L. French, Madison, Wis., 


president of the association of agents, 
presided at the opening session. On 
the stage were also company and asso- 
ciation honor men, members of the 
Marathon club and Group N button 
winners. Following the invocation, 
President W. D. Van Dyke made the 
address of welcome and discussed the 
convention program, history of the 
home office and plans for a large addi- 
tion to the present building completed 
15 years ago. Mr. Van Dyke also dis- 
cussed the growth and development of 
the business, and predicted continued 
prosperity of the nation and continued 
success of the agency force. 


Pledges Agents’ Loyalty 


In response, Mr. French pledged the 
loyalty of agents to the company and 
expressed their pride in the record of 
the company. Mr. French pointed out 
that President Van Dyke was first elect- 
ed a trustee just years ago this 
month, vice president 20 vears ago, and 
president of the company 10 years ago. 

Charles H. Parsons, superintendent 
of agencies, presented prizes and cer- 
tificates. Dr. C. E. Albright, Milwau- 
kee, was again awarded the honors for 
the largest volume of business, which 
during the past year was $3,940,000, R. 
E. Powless of Pemberville, wrote the 
largest number of lives, 196 in the year, 
and becomes president of the Marathon 
Club, with Emmett Cowell of Illinois, 
vice-president. 

Class honors were awarded to H. C. 
White, Detroit, Mich.; A. D. Samuel, 
New York City; T. A. Cox, Oakland, 


25 


Cal.; E. M. Lillis, Erie, Pa., and Wil- 
liam Deutsch, Muncie, Ind. 
W. J. Larkin, of Crouch & Allen 


agency, had the highest percentage of 
(CONTINUED ON PAGE 25) 
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Disability Shows 
Another Bad Year 


Reports to New York Depart- 
ment for 1928 Indicate No 
General Change 


TWO LEADERS IMPROVE 


Metropolitan and Prudential Premium 
Gains Check Losses—Others Tend 
to Less Favorable Side 


NEW YORK, July 25.—Final returns 
on disability experience in 1928 reported 
by companies operating in New York 
state show little improvement over 1927, 
with disastrous loss piling up in prac- 
tically all companies and some drastic 
steps towards improvement essential. 

The actual reports are somewhat mis- 
leading, aggregate figures showing con- 
siderable improvement for the year, but 
closer analysis shows this improvement 
confined almost entirely to the two 
leaders in the field, others repeating the 
experience of previous years in most 
cases and running still further into the 
red in some cases. The situation is 
basically unchanged as yet, 1926 and 
1927 figures (reported last week in 
Tue NATIONAL UNDERWRITER), being al- 
most repeated in 1928. It is certain, 
however, that figures for the future will 
show some change, as rating and un- 
derwriting changes are now being made 
and will be made with vigor throughout 
the country. 

Two Companies Improve 

The new order in disability is some- 
what foreshadowed by 1928 experience 
of the two leaders, the Metropolitan and 
Prudential. These two companies, in 
fact, offset the total experience and 
heavily weight the aggregate results, for 
exclusive of their figure, the results 
show little change from 1927. 

These two companies account for al- 
most all of the gain in premiums and 
almost all of the decrease in net loss 
for the year. Their premium total on 
disability shows a startling increase, re- 
flecting the rate increases effected dur- 
ing the past year. The 1928 disability 
premiums of these two companies to- 
taled two and one-half times the 1927 
total, the Prudential in particular in- 
creasing its total more than threefold. 
Losses increased as well, but only slight- 
ly in comparison, so that both these 
companies showed a _ remarkable im- 
provement in 1928 experience. 

Whereas both showed a net operating 
loss of about $3,400,000 for 1927 on this 
clause in 1928 the Metropolitan piled 
up a net gain of nearly $100,000 and 
the Prudential cut its net loss to below 
$300,000. 

No Change Generally 

Generally speaking, however, the ex- 
perience was less gratifying. One of 
the large companies increased its net 
loss 40 percent over that of 1927 and 
another 30 per cent. There were five 
more companies in the net loss column 
last year than in 1927, for of the 41 
companies writing disability in New 
York, 23 reported a net loss in 1927 
and 28 in 1928. Only 13 companies were 
able to report a net gain last year, 
and these were chiefly just across the 
margin from the red. 

Thus, the final returns for 1928 leave 
no room for encouragement, but rather 
point to an even more urgent need for 
drastic action, as this experience is based 
on a rather general rate increase among 
the companies. That further rate in- 
creases are imminent, in addition to 
standardization of the clause and un- 
derwriting restrictions, is now widely 











Will Address Agents Meeting 








THOMAS I. PARKINSON 

Two chief speakers at the convention 
of the National Association of Life Un- 
derwriters at Washington, D. C., will 
be Thomas I. Parkinson, president of 
the Equitable Life of New York, and 
John W. Yates, general agent of the 
Massachusetts Mutual Life at Detroit. 
Both men are prominent in their spheres 








believed and more than one company 
is looking for this to be done in the 
very near future. 

Action will probably be withheld un- 
til after the commissioners’ meeting in 
September, but after that it is very 
probable that there will be a new order 
of things in vogue in the disability field 
for life companies. 

Premiums Increased 


The aggregate totals for 1928 show 
an increase in premiums of over 30 
percent, while the net loss was reduced 
20 percent. Net loss in 1927 amounted 
to 50 percent of the premium total, but 
that of 1928 was only 30 percent, which, 
except for the above mentioned situation 
regarding the two leaders, would re- 
flect a notable improvement. 

The 1928 premium total on disability 
was $52,817,808, on which disability 
claims of $23,380,990 were paid. In 
1927 the premiums were $39,225,372, 
losses $21,865,552, and net loss for the 
year $20,865,552. The latter figure for 
1928 was $16,423,519. In 1926 the net 
was $18,123,991. This is all net 
loss on operations and represents what 
the clause has cost the company per 
year. Of itself, the loss is not large, 
but in proportion to the income from 
this source, it is huge and portentous 
of disastrous results, if changes are not 
made. 


loss 


No True Comparison 


The net loss figures cannot be used 
too closely for comparison, of course, 
for it represents individual company 
estimates of loss as based on their own 
overhead expenses, reserve bases and 
other representative figures. As the 
adequacy of the reserve basis is un- 
known, it is not safe to say that this 
actually represents a cash loss each 
year of nearly $20,000,000, but rather 
that, actuarially, it represents that loss, 
if the funds set aside for reserves are 
correct and not too great. 

On the other hand, if present reserves 
are inadequate, the actual loss is greater 
than pictured. But it is rather widely 
believed that present reserves are more 
than adequate, so that there is no great 
fear that losses are greater than thus 
estimated. One eminent actuary re- 
cently stated that he believed the future 
would show reserves rather over- 
weighted, so that, if true, the future will 
release some funds to offset this pres- 














JOHN W. YATES 

of activity. Mr. Parkinson is one of the 
leading company executives of the coun- 
try, a man who has given deep thought 
and study of insurance operations since 
he entered the field. Mr. Yates is one 
of the conspicuously successful general 
agents of the country who has the 
power to enthuse and instruct men. 








ent large loss. At best, the figures are 
general and comparative—but for a cer- 
tainty they reflect a situation that has 
more than one home office worried at 
present. Disability is assuredly one of 
the great problems now before the life 
companies. 
Double Indemnity Good 


The dowble indemnity clause, also 
reported for 1928, shows a slightly less 
favorable experience than in 1927. Pre- 
miums increased about 40 percent, be- 
ing $24,493,871 in 1928, but losses also 
increased to $9,694,290, so that the net 
gain for the year from operations was 
somewhat less than in 1927. 

In 1927 the aggregate net gain was 
$4,963,453, but in 1928 it was only $4,107,- 
406, or about 20 percent off. There is 
a year-to-year fluctuation in this, how- 
ever, and a net gain over all of 15 to 
20 percent of the premium total causes 
no apprehension among underwriters. 
The double indemnity clause is still in 
the profit class. 


Connecticut General to 
Have a Big Convention 


Over 360 members of the Connecti- 
cut General agency force qualified for 
attendance at the convention to be held 
Sept. 4-6 at the Homestead Hotel, Hot 
Springs, Va. This is the largest number 
ever to qualify, exceeding by over 100 
the number who attended the home of- 
fice convention in 1926. . 

The Pierce Agency of Philadelphia 
will be represented by the largest dele- 
gation, including 34 producers. Other 
agencies or branch offices in which 10 
or more soliciting agents qualified 
through personal production are New 
York, 27; Springfield (Mass.), 16; Bos- 
ton, 15; Wilkes-Barre, 14; Cleveland, 
13; Allen, Russell and Allen of Hart- 
ford, 11; Rochester, 11, and the Gorton 
Agency of Hartford, 10. 

Plans call for business meetings in 
the mornings in which agents’ prob- 
lems will be discussed. Afternoons and 
evenings will be given uv to informal 
exchange of experience and to recrea- 
tion. It is expected that a large num- 
ber will enter the golf and tennis tour- 
naments. 





Business Cover 
Easy to Write 


Chapman’s Able Address at North. 
western Mutual Convention 
in Milwaukee 


URGES TALKING TO POjn7 


Assistant Agency Superintendent Look 
Upon This Business As Effective 
“Three-Edged Sword” 


The salesman selling some busines 
insurance will write from 
times as much business as if he concep. 
trates solely on personal insurance, \V 
Ray Chapman, assistant superintenden 
of agencies of the Northwestern Mutu 
Life, 
ance conference held Tuesday in Mj. 
waukee as a part of the 53rd annual cop. 
vention of the Association of Agents 
the Northwestern Mutual. 

Mr. Chapman’s address was partic. 
ularly able and well informed, and als 
was bristling with technical material o: 
business insurance. It is reproduced ir 
part below: 

Is “Three-Edged Sword” 


two to fire 


counseled in the business insu. 


“Selling business insurance should be 
one of the easiest. In its last analysis 
business insurance is personal insur- 
ance; but it is also property insurance 
and what interests a business man more 
than some plan that protects his prop- 
erty which is nearest his heart? I 
short, you have a three-edged sword 
business, personal, property insurance 
all in one. 

“T believe that most agents trying to 
sell business insurance, and having only 
mediocre success, are not sufficiently 
direct and to the point. Why not ask 
a partner, ‘Have you made provision t 
remove your partner’s family from this 
business? Why not ask, ‘Can you pk- 
ture any situation arising in which, not 
having bought, you might wish you had 
life insurance?’ 

Have Him Either Way 

“If he says ‘No,’ you have opened th 
way to yourself to picture one or tw 
situations for him. If he says ‘Yes,’ you 
have gained an admission of need 1! 
one fell swoop. In either event why not 
next ask, ‘Can you imagine any cond: 
tions or circumstances in which having 


bought life insurance you might regret 


having done so?’ If he says ‘No,’ yo 
are almost to the close at once. If i 
says ‘Yes,’ a ledger statement will most 
likely remove his objection. 

“By the way, let me say right here 
as emphatically as I know how, that # 
intelligent business man (large or sma 
—size has nothing to do with intelli 
gence) cannot in my estimation DU) 
sensibly unless he knows exactly what 
business life insurance is going to (0 
live and continue, quit or die. And that 
is exactly what the ledger stateme! 
shows. Do not let anybody tell y° 
that the ledger statement should not? 
used. 

Use the Man’s Languace 

“The business man must be address 
in his own language. What does 3 
business man leave when he dies: | 
business, his family, his reputatio? 
Business life insurance covers his bus 
ness, protects his family, and makes 
sure of his reputation after he is so 

“To talk this language you must un 
derstand current business facts, Mo” 
ern trends, trade language, techmice 
terms, balance sheets, income 

(CONTINUED ON PAGE 34) 
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Increase Stock 
Holdings in U.S. 





Investment House Sees Sharp 


Trend in Companies Away 
From Bonds 


MORTGAGES INCREASE TOO 


Life Carriers Respond to Wales-Mer- 
riam Liberalizing Act by Changes 
in Investment Policy 


A sharp trend since 1924 on the part 
of many insurance companies toward 
increase in stock holdings and decline 
in bond holdings which resulted in an 
increase in investment returns was 
found to have affected 33 large life in- 
surance companies in a survey just 
completed by J. G. White & Co., invest- 
ment house of New York. 

Stock holdings of the 33 companies 
at the end of 1928 represented 1.9 per- 
cent of their total investment, as com- 
pared with eight-tenths of 1 percent in 
1924. This is shown in a 19-page book- 
let prepared by the investment house, 
giving detailed results of the survey. 


Bond Holdings Decrease 


Ratio of bonds to total investment 
which stood at 52 percent in 1924 had 
dropped to 47 percent at the end of 
1928, the survey showed. The 33 life 
companies had a return of only 2.10 per- 
cent on all bonds and stocks, it was re- 
ported, as compared with a return of 
14.10 enjoyed by 20 fire insurance com- 
panies which carry more than 40 per- 
cent of their investment in stocks, and 
a return of 7.18 percent of 43 other 
fire companies having less than 40 per- 
cent. The low indicated return for life 
companies wag said to be due to depre- 
ciation of bond ‘holdings. 

Casualty and miscellaneous companies 
covered in the report had a return of 
533 percent on all bonds and _ stocks, 
and carried 27.7 percent of all invest- 
ment in stocks. 


Returns in Proportion 


_ Returns were found to vary by groups 
in direct proportion to the percentage 
ot stocks held. Altogether, 146 leading 
carriers were used for the purposes of 
the survey. The life companies were: 
Equitable of New York, Metropoli- 
fan, Mutual Life, New York Life, 
Northwestern Mutual, Prudential, 
Aetna, Connecticut Mutual, John Han- 
cock, Massachusetts Mutual, Mutual 
Benefit, New England Mutual, Penn 
Mutual, Provident Mutual, Travelers, 
Union Central, Bankers Life, Berk- 
‘hire Life, Colonial Life, Columbian 
National, Connecticut General, Fidelity 
Mutual, Guardian Life, Home Life, 
Manhattan Life, National Life, Phoenix 
Mutual, Postal Life, Security Mutual, 
State Mutual of Worcester, Teachers 
Insurance & Annuity Association, 
Union Mutual, United States Life of 
New York and Western Union Life. 


Increases in Mortgages 


» ng all companies except life 
ey wren percentage reduction in 
*ond holdings was entirely accounted 
‘or by a corresponding increase in 
a owned,” the report stated. “In 
case of life companies the difference 
~ ond holdings was offset by increases 
'" Mortgages as well as in stocks. 

“ _ companies, however, in response 
nt ne recent Wales-Merriam act, have 
mre than doubled their stock hold- 
mgs in the past year, although the total 
Percentage seems small. The total 
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stocks held by the 33 life companies ex- 
ceed $209,000,000. 


Trend Away from Bonds 


“An analysis of the cumulative trend 
of investment made by 33 life insurance 
companies for the past five years shows 
a marked preference for mortgages and 
stocks rather than bonds. The compa- 
nies included in the survey had total 
admitted assets of $13,710,798,000 in 
1928, an increase of 51 percent over 
1924, and their investments, including 
only bonds, mortgages and stocks, to- 
taled $11,078,611,300, of which mort- 
gages constituted 51 percent, bonds 47 
percent and stocks 2 percent. Although 
bonds still constitute roughly one-half 
of the total investment, it is significant 
of the increase in investment in the past 
five years, that 58.2 percent was placed 
in mortgages as against 37.9 percent in 
bonds and 3.9 percent in stocks. 


Result of Wales-Merriam Act 


“In 1928 this trend toward relatively 
smaller bond purchases was even more 
pronounced, the increase in total invest- 
ment for the past year comprising 56.8 
percent in mortgages and only 29.3 per- 
cent in bonds, while stocks accounted 
for 13.9 percent of the total. The pro- 
nounced gain in the percentage of stock 
investment in the past year is directly 
attributable to the Wales-Merriam act 
which permits life companies to invest 
in stocks meeting certain qualifications. 

“Preferred and guaranteed stocks pre- 
dominate with a well balanced distribu- 
tion among various classifications. A 
distinct increase in public utility bond 
holdings is clearly discernible. The 
total holdings of industrial and munici- 
pal obligations also showed some in- 
crease, while rail holdings and U. S. 
government bonds showed decreases. 


U. 8S. Bonds Less Favored 

“The sizable reduction in the holdings 
of government issues is a continuation 
of a pronounced downward trend that 
has been apparent since 1924. The ra- 
tio of U. S. government bonds to total 
investment has declined from 18 percent 
in 1924 to 6.8 percent in 1928.” 

Six pages of the booklet are devoted 
to detailed tables showing distribution 
of companies’ investments, indicated re- 
turns from bond and stock accounts and 
to charts showing distribution of invest- 
ment accounts. The companies also are 
classified according to the groups into 
which they fall for purposes of the 
study. 





Research Bureau Notes 
Gains Up to 39 Percent 





One percent increase in sales of ordinary life insurance in the United States 
during June as compared with June, 1928, and 7 percent for the first six months, 
is reported by the Life Insurance Sales Research Bureau of Hartford. During 
the 12 months’ period just ended a 7 percent increase also was reported. The 
figures are for 78 companies having in force 88 percent of total legal reserve or- 
dinary life insurance in this country. The greatest percentage increases were in 
New Mexico, Montana and Rhode Island, a 39 percent increase over June last 
year being reported in the first state, 34 percent in Montana and 22 in Rhode 
Island. Fifty-eight of the companies reporting to the bureau showed increased 
sales in June and 65 percent increased their business for the first half of this year. 


Boston, Chicago, Cleveland, Detroit, 
New York and Philadelphia were ahead 
for the first half year, although in Boston 
and Philadelphia decreases were re- 
ported in June. Sales in Detroit were 
18 percent ahead for the six months, in 
Cleveland 11 percent, New York 10 per- 
cent, Philadelphia 9 percent, Chicago 8 
percent and Boston 1 percent. 


Huge Gain in Cleveland 


Cleveland showed a 30 percent gain in 
June, Detroit 14 percent, New York 3 
percent and Chicago 5 percent. How- 
ever, decreased sales in June as com- 
pared with June, 1928, were reported in 
17 states: Georgia, New York, Ver- 
mont, Virginia, Kentucky, Maine, IIli- 
nois, Missouri, North Carolina, Missis- 
sippi, Kansas, Pennsylvania, Washing- 
ton, Florida, North Dakota, Tennessee 
and Nebraska. Thus the increases and 
decreases were scattered impartially 
over the United States. 


The decrease in Florida was indica- 
tive that that state had not fully re- 
covered from its depression, and the 


lower sales in the central western part 
of the country, including Nebraska, Mis- 
souri, Arkansas and Mississippi, were 
partly blamed to agricultural depression. 
The bureau's comments on conditions 
in the various sections were: 
Reports by Sections 


The New England states continue to 
show.monthly increases. Sales in June 
were 3 percent higher than in June, 
1928. For the first half of the year this 
section shows a 6 percent increase over 
the first six months of last year. Rhode 
Island leads with a 13 percent gain for 
the first half of the year and shows a 6 
percent increase for the 12-month period 
ending June 30, 1929. Every state, ex- 
cept Maine shares this increase and re- 
ports gains over the preceding 12 
months, 

The middle Atlantic states fell 2 per- 
cent below the production in June, 1928. 
For the first half of the year, production 
shows a 9 percent increase over the first 
six months of 1928. For the past 12 
months the production of this section 
shows a 9 percent gain over the preced- 
ing 12 months. 

The east north central section shows 
an increase of 5 percent in June over 
June, 1928. Illinois was the only state 
in the section which failed to equal the 
volume sold im June, 1928. For the first 
half of the year these states average a 
12 percent increase; every state shares 
the increase. The gain in the 12-month 
period just ended was 11 percent over 
the preceding 12 months, the largest in- 
crease made by any section during these 
months. 


Central West Sales Slow 


The west north central states in June 
just equalled their production in June, 
1928. The largest increase, 16 percent, 
was made in Minnesota. For the first 
half of the year and the 12-month period 
just ended, this section increased its pro- 
duction 1 percent over the correspond- 
ing months last year. 

The south Atlantic states show a 1 
percent gain in June over June, 1928. 
For the first half of the year this sec- 
tion shows an increase in production of 
2 percent over the first six months of 
1928. During the 12-month period end- 
ing June 30, 1928, these states fell 1 per- 








cent below the production of the preced- 
ing 12 months, 

Alabama leads the east south central 
section with a 7 percent increase in 
June over June, 1928. The other states 
in the section failed to equal their pro- 
duction in June, 1928, while the section 
as a whole records a 4 percent decrease. 
For the first half of the year the aver- 
age increase of the section is 2 percent— 
all but Mississippi share the gain. For 
the past 12-month period the states show 
a 1 percent gain over the preceding 12 
months, 

Takes Second Place 


Every state in the west south central 
section shows an increase in June over 
June, 1928. The section as a whole re- 
cords a gain of 6 percent, second only 
the increase made in the mountain 
states. For the first half of the year 
these states show a 2 percent gain over 
the first six months of 1928. The 12- 
month period just ended shows a 1 per- 
cent increase over the preceding 12 
months. 

The mountain states with an increase 
of 17 percent in June over June, 1928, 
lead all sections. Every state shares 
this large gain. New Mexico shows the 
largest increase of all states, a 39 per- 
cent gain. Montana follows closely with 
a 34 percent increase over June, 1928. 
For the first half of the year this sec- 
tion records a 12 percent gain over the 
first six months of 1928. The 12-month 
period just ended shows a 9 percent gain 
over the preceding 12 months. All 
states share the year-to-date and past 
12-month increases. 

The three Pacific states show an av- 
erage gain of 3 percent in June over 
June, 1928. For the first half of the 
year the section records a 10 percent 
increase over the first six months of 
1928, all states share the gain. Every 
state shares the 7 percent increase of 
the past 12-month period over the pre- 
ceding 12 months. 


to 





Central Life Men Flood 
Home Office with Apps 


The agency force of the Central Life 
of Illinois responded in June to the ap- 
peal of “McArthur month” in thonor of 
President Alfred McArthur with pro- 
duction 81 percent greater than for June 
last year. This was the largest month’s 
production in the company’s history, 
totalling $2,532,372, as compared with 
$1,314,585 last year. Paid for business 
increased 79 percent in the period. 


Production of the new home office 
agency in charge of L. F. Broaddus, 
was in excess of $600,000 during the 


month, a figure which is considered ex- 
centional for a new agency. Mr. Broad- 
dus now has more than 30 full-time men 
producing regularly. 





Receives Tax Refund 


Northwestern National Life of 
has received a refund of 
overassessment of income 
taxes in 1925-26 and 1927. Failure to 
allow deductions of interest received 
from federal, state and municipal obli- 
gations, dividends on stock of domestic 
corporations caused the overassessment. 


The 
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Points Brought 
Out in Selling 


Stimulating Stuff Presented at 
the Northwestern Mutual 
Life Convention 


PERTINENT POINTS MADE 


Approach Methods of the Proper Type 
Are Necessary if Right Impres- 
sion Is Forthcoming 


MILWAUKEE, July 25.—Charles F. 
Axelson, Chicago, was elected president 
of the Special and District Agents’ As- 
sociation of the Northwestern Mutual 
Life at the annual meeting. L. L. Erick- 
St. Paul, Minn., was elected first 
vice-president; E. H. Earley, Brooklyn, 
N. Y., second vice-president; Frank L. 
Morse, Chicago, secretary-treasurer. 

Directors selected were J. C. Whalen, 
Tacoma, Wash.; G. V. Metzger, Kansas 
City, Mo.; I. E. Dennis, Ithaca, N. Y., 
and J. S. Baldwin, Washington, D. C.; 
L. B. Strothman, Pittsburgh, Pa., ; 
S. Burnette, Aberdeen, S. D.; R. L. 
Bowen, Cleveland, Ohio, 


Perfecting Salesmanship 


Morning sessions on ‘Tuesday had 
Robert L. Bowen Cleveland, as chair- 
man, and the entire conference was cen- 
tered around the idea of perfecting sales- 
manship. The first part of the confer- 
ence, the business of selling, was given 
by Professors Alvin C. Busse and EI- 
mer E. Nyberg, of New York Univer- 
sity in a dramatized selling presentation 
in which they advised the agents to 
know their product, and to limit their 
talk and be good listeners, and failure to 
observe these points was declared the 
major reason for the failure of sales 
presentations. The six cardinal points 
detailed with examples to prove their 
merit were as follows: 

1. Salesman should not talk too 
much. It is a temptation for the seller 
to do 90 percent of the talking, when 
the prospective buyer, being human, 
wants to do his share. All the time the 
high pressure salesman is spouting, the 
patron listens unwillingly. Give the pa- 
tron a chance to state this objection. Be 
a good listener. 

2. In being a sympathetic listener, let 
the patron state objections. Often the 
objection will quickly crumble to com- 
mon sense once prospects have had an 
opportunity to state it their own way. 


Should Not Interrupt 


son, 


3. Never interrupt a prospect. It is 
irritating if the salesman conveys the 
impression of “you poor sap” and the 
sale is spoiled. 

4. Don't slip unconsciously into argu- 
ment and adopt an unintentional bel- 
ligerent attitude. 

5. Be sure and restate the prospect’s 
objection that he knows that you 
understand it fully, and proving you are 
taking an interest in what he says. 

6. Stick to one point and don’t go off 
on tangent issues, for that one point is 
the special interest of the buyer whom 
you have to interest. 

Royal S. Goldsbury, general agent at 
Pittsburgh, opened the next step in the 
program with a discussion on the im- 
portance of proper approach. Mr. Golds- 
bury expressed his belief that in the ma- 
jority of cases when some point or ma- 
terial is presented at first, the prospect 
does not understand it and refuses there- 
fore to go into it. 

“Our service should be in simplifying 
this,” Mr. Goldsbury declared. “With 
each one of us our service is the rent 
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Cincinnati as Home Office City 

















CINCINNATI, July 25.—Charles M. 
Biscay, manager of the ordinary depart- 
ment of the Western & Southern Life, 
made a report to the directors of the 
company which is embodied in its semi- 
annual comment in which he calls at- 
tention to the fact that Cincinnati can 
now proclaim to the world that its 
greatest financial business is life insur- 
ance. The total assets of life compa- 
nies with home offices in Cincinnati, 
July 1 were $418,232,374. This ex- 
ceeded the assets of Cincinnati’s banks, 
trust companies and kindred financial 
institutions by $33,705,433. Cincinnati 
has five home companies protecting 3,- 
000,000 policyholders, the Columbia Life, 
Federal Union Life, Ohio National 
Life, Union Central Life and Western 
& Southern Life. 


Comment by Biscay 


The Western & Southern, in addition 
to writing ordinary business, has a large 
industrial department. On July 1 it 
had 2,572,137 policyholders. Mr. Bis- 
cay says further: 

“The spirit of the new Cincinnati is 
manifested today in all the city’s life 
insurance offices. The public in gen- 
eral has been made acquainted by news- 
paper and magazine advertising and by 
an agency force numbering thousands 
of agents, that life insurance today is a 
requisite in every well regulated busi- 
ness or home. Life insurance, as is 


well known, is a science and its calcula- 
tions are scientifically correct. The life 
agent today represents a finance institu- 
tion bigger than the bank. The life com- 
panies have surpassed the banks as cen- 
ters of capital, hence the life agent has 
now become a financial adviser to his 
clients. 


Becomes Giant in Money Realm 


“In less than a century the baby of 
the finance world has become the giant 
in the money realm. Its powers, its re- 
sources and its beneficial work in the 
American family mark it as the world’s 
greatest business today. The life insur- 
ance business ranks as one of America’s 
leading professions and thirty of the 
leading universities and colleges of the 
United States have added departments of 
life insurance to their curriculum, Still 
further advances have been made in be- 
half of the public as well as the life com- 
panies, when, the National Association 
of Life Underwriters, sponsored by the 
leading life agents of the country, cre- 
ated the already famous American Col- 
lege of Life Underwriters. 

“The city’s greatest financial business 
has the vast sum of approximately $2,- 
500,000,000 in force employing ten thou- 
sand men and women in the agency field 
and in the respective home offices. Cin- 
cinnati has rightfully a prominent place 
in the history of American life insur- 
ance.” 








we pay for the space we occupy in the 
world. If in selling insurance we reduce 
some difficult and abstract statement, to 
simple terms, readily understood it will 
gain the immediate interest and atten- 
tion of the prospect.” 

Mr. Goldsbury in his address brought 
out the importance of questions in ap- 
proaching and dealing with the prospect, 
the agent using this means of tactfully 
eliciting from the prospect the informa- 
tion and suggestions which will help him 
in selling. 

Horace Foster’s Views 


Assisting Mr. Goldsbury in presenting 
methods of approach were two men 
from his general agency, Horace Foster, 
Jr., and Erroll Ripley, both of whom 
have made big production records. The 
fact that the majority of policyholders 
hesitate to mention the insurance agent 
to their friends, Mr. Foster said, in be- 
cause he is inherently afraid to. This 
is due in a good measure to the ap- 
proach which has made the agent seem 
like just another life insurance agent. 
The policyholders is not going to jeop- 
erdize friendships by sending the insur- 
ance agent around to friends or asso- 
ciates, Mr. Foster said. 

Mr. Foster declared that since last 
October, 1928, he has not made a sin- 


gle cold canvass call, but has been using | 


the estatement method to introduce him- 
self to policyholders, and has found that 
in this way he is introduced and talk 
about, and recommended by policyhold- 
ers to their friends, forming an endless 
chain. The big thing in a sale is get- 
ting in, and getting confidence estab- 
lished, Mr. Foster declared. Frequent- 
ly the agent today, is well able to talk 
of what he has to offer, and to handle 
the situation once he is well launched. 
The difficulty for managements is in get- 
ting over the approach, he concluded. 
Essentials in Approach 

Errol! Ripley in continuing the discus- 
sion of the approach gave practical il- 
lustrations of methods he has found suc- 
cessful in obtaining interviews. Mr. Rip- 
ley declared that the telephone enters 
into solicitation in an important way, 
and helps to answer the first problem 
of the insurance agent which is to get 
to a man and get a hearing. The use 
of imagination before approaching the 
prospect may play a big part in the suc- 
cess of the approach. Every approach 





should have its preparation, the agent 
knowing where he is going to, and with 
some idea of his client’s background. 

“Any man who believes you aren’t go- 
ing to cram life insurance down his 
throat is willing to listen to you,” Mr. 
Ripley concluded. 


Systematic Use of Time 


The systematic use of time was taken 
up by Francis R. Olsen, a big life insur- 
ance producer at Minneapolis, and in an 
address by Hugh C. White, Detroit, 
Mich. Mr. Olsen in opening his address 
pointed out that the systematic use of 
time looms larger in the present day 
than in any prev ious age. 

“If a man misses one turn in a re- 
volving door, he doesn’t like it,” Mr. 
Olsen declared in summing up the mod- 
ern attitude toward time. “If a man 
has an idea, knows what he wants to 
do, and goes out and does it, he’ll be 
systematic.” 

Methods Are Described 


The agent going to make his ap- 
proach must have someone to talk to, 
some place to call, and something to talk 
about, Mr. Olsen said. In his work he 
uses the lead or endless chain system, 
but his criticism of this was that you 
get the same kind of lead that the man 
is himself. This means that a smal? 
prospect will only give you a small lead, 
and it is something for the agent using 
the lead system to guard against. 

“There are three reasons why a man 
gives leads,” said Mr. Olsen, “the first 
is yourself, the second is your company, 
and the third is your service. I sell 
company, but many underwriters, and 
especially older men often sell selves 
and services, but one of these three 
things a man sells is the reason for leads. 

“Another thing important regarding 
leads is to remember to thank the man 
for the lead and to make the call, for he 
is sure to inquire of the lead whether or 
not you have been to see him, and he 
appreciates your thanks for the leads.” 


Works on Appointment System 


Mr. Olsen also said that in his work 
of organizing time he works on the ap- 
pointments on this plan usually allow- 
ing one-half hour for the lunch, and one- 
half hour for the talk. However, shortly 
before the hour he will remind the pros- 
pect that it is getting time to go back. 

(CONTINUED ON PAGE 12) 





Program Is Now 
Being Built U) 


National Association of Life jp. 
derwriters Announces Some of 
the Speakers 


PARKINSON ON THE Lis; 


John W. Yates of Detroit and Mix 
Emma H. Ditzler Have Also 
Been Secured 


President Thomas I. Parkinson of ¢h 
Equitable Life of New York will be on 
of the speakers at the convention of th: 
National Association of Life Under. 
writers at Washington, D. C., Sept. 25. 
27 treating the subject, “Conserving th: 
First While Creating the Second Hw. 
dred Billion.” Mr. Parkinson is one of 
the outstanding life insurance execv- 
tives. We was elected second vice. 
president of the Equitable in 1910. He 
was made vice-president in 1926, and on 
the retirement of Judge Day to become 
chairman of the board, Mr. Parkinson 
was elected president in October, 1927, 

Had Experience in Law 


Mr. Parkinson is a lawyer, having 
practiced in Philadelphia after he grad- 
uated from the University of Pennsyi- 
vania law school, until 1908 when he 
went to New York. He organized the 
law school of Columbia University leg- 
islative drafting research department 
He served as counsel for committees of 
the New York legislature and others. 
His legal training, therefore, has been 
of great use to him in his insurance 
work. For many years he was chair. 
man of the committee on legislation of 
the American Bar Association. Since 
1917 he has been professor of legisla 
tion in the law and political science 
faculties of Columbia. For nearly two 
years he acted as dean of the Columbia 
law school. 


John W. Yates to Speak 


Another speaker at the convention 
will be John W. Yates, general agent 
of the Massachusetts Mutual at Detroit 
His subject will be “Selling Efficiency 
Tempered with Human Sympathy. 
After the war he entered life insurance, 
going with the Penn Mutual at Seattle 
Later he became manager of the lie 
insurance department of W. A. Alexan- 
der & Co. of Chicago, general agen 
of the Penn Mutual. He is a nativ 
Georgia and in his early life was a Pp 
boy driving a mule. 

Miss Ditzler on the Program 


Miss Emma H. Ditzler of the P. M 
Fraser agency of the Connecticut Mv 
tual Life in New York City will speak 
at the convention on “Selling © 
Women in the Era of the Second Hut 
dred Billion.” She has been in life it 
surance for about six years. During the 
last 233 weeks she has had continuo ; 
weekly production. She is a n ative : 
Kentucky and has made a great succes 
of life insurance. 


Gulf States Life Meeting 


At the meeting of sales represe® 
tives of the Gulf States life at Dallas 
new policies and rates to become effec- 
tives of the Gulf States Life at Dallas 
general agent, was chief speaker wit , 
President Z. E. Marvin presiding. Othe 
officers present were Secretary enty 
Seeligson, Treasurer C. J. De Woody a" 
Vice-President G. S. Sherrin. The 
meeting opened with an_ inform: al recep- 
tion at the company’s offices in the Mar- 
vin building. 
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aaa why at least a portion of your sur- 
: Gee plus line business should be placed 
ond vice. with the Phoenix Mutual Life In- 
1910, He surance Company of Hartford, 
tip on Conn. To you, it will mean satis- 
Parkinson factory compensation. To your 
ber, 1927, clients, it will mean good service. 
w 
These are the facts: 
r, having ; 
he grad- | Liserat Commissions: Having recent- 
a ly announced increased commissions 
bee the on policies of $10,000 or more, the Phoenix 
rsity leg- Mutual is now in a position to offer 
partment similar high commissions for surplus line 
nittees of business. 
d others i, : 
hes hen Liserat Renewats: You willhave the features and the range of forms extends 
insurance . choice of two methods of receiving from Term policies, renewable to age 60, 
- chair. your renewal income. Under one, it is to Retirement Income plans that are un- 
“a possible to earn as many as fourteen re- usually complete. 
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Cuorce or Pans: Since the Company Phoenix Mutual synonymous with good 
k . issues policies on the 3% reserve basis sound life insurance. Consequently, you 
nvention as well as 314%, youhave theadvantage of are likely to find that your client will 
al agent being able to offer a high-dividend policy select this Company or, if you suggest it, 
Detroit with all its selling features of high cash it will meet with his immediate approval. 
ficiency values and rapid dividend acceleration or You won't have to spend much time selling 
— of offering a policy with a low guaranteed the Phoenix Mutual. 
Seattle. premium when initial low cost is desired. Hicua-Yre.tp Annu iss: A final reason 
= Service: In addition to many other . why it will be worth your while to 
7 porn 3 attractive services, you can also offer have a Phoenix Mutual Contract is our 
ative of your clients the convenience of paying exceptionally low rates for Life Annuities 
a pl their premiums monthly. ° and excellent facilities for handling such 
: a service. 
os 5 Liserat Pouictes: The policies of the 
PM . Phoenix Mutual are everywhere ac- Write or phone at once for further in- 
ut Mu- knowledged to be liberal. Dividends are formation. Our new Surplus Line Agree- 
Il speak paid unconditionally at the end of the ment marks the beginning of a new policy 
te first year. Contracts are issued with or towards Surplus Line business. Why not 
A a without Disability or Double Indemnity take advantage of it? 
ing t 
tinuow 
tive PHOENIX MUTUAL LIFE INSURANCE COMPANY 
OF HARTFORD, CONNECTICUT 
Dall ANNOUNCING A NEW POLICY IN REGARD TO SURPLUS LINE BUSINESS | 
alla 
> effec 
Dalla 
tT wit 
Othe 
Henry 
dy ana 
The 
recep- 
e Mar — oe 












































8 


THE 





NATIONAL UNDERWRITER 





July 26, 1929 








Conway Calls Approval 
of Forms Conditional 


REPLIES TO MUTUAL BENEFIT 


New York Superintendent Questions 
Statements in Brief Regarding 
Disability Policies 


Superintendent Albert Conway of New 
York in a letter addressed to John R. 
Hardin, president of the Mutual Benefit 
Life, takes exceptions to some of the 
statements made in the brief submitted 
by the Mutual Benefit in support of 
its supplementary disability policies, re- 
garding the approval of that form by 
the insurance departments. He calls at- 
tention to the statement that “approval 
was given after submission of forms of 
policies and, with one exception, was un- 
conditional,” and also to this statement: 
“It has been suggested that such ap- 





proval might have been given with the 
understanding that the forms would 
have to be modified if necessary to con- 
form to such standard provisions as 
might be adopted. The fact is that 
only one department, Illinois, accom- 
panied its approval with any such con- 
ditions.” 


Superintendent Conway’s Comment 


In commenting on these statements, 
Superintendent Conway, after referring 
to the fact that the National Conven- 
tion of Insurance Commissioners will 
consider at its Toronto meeting the joint 
report of the two special committees 
containing proposed standard provisions 
for total and permanent disability bene- 
fits in connection with life policies, says: 


“Such statements are misleading, to 
say the least, in so far as this depart- 
ment is concerned. When Vice-presi- 
dent Rhodes of your company called 
at the Albany office of this department 
Feb. 6, it was suggested to him that 
his company should wait until the joint 
committees made their reports, in light 
of the fact that your supplementary 


contracts would have to be miodified 
or discontinued if the reports of the spe- 
cial committees should be finally adopted 
and promulgated as a ruling by this 
department. Mr. Rhodes at that time 
expressed a desire to have the supple- 
mentary contracts then approved but 
expressed no objection to such modi- 
fication or discontinuance in the event 
that the reports of the special commit- 
tee were finally adopted and promul- 
gated. 


Formal Condition Thought Unnecessary 


“In formally approving the supple- 
mentary contracts of your company, I 
did not attach a formal condition re- 
ferring to the reports of the special 
committees. I consider then, as I do 
now, that such a formal condition was 
entirely unnecessary. Even if it had 
been the practice of the department to 
attach formal conditions to approval of 
policy forms in such cases, it was un- 
necessary in this case, inasmuch as this 
point was specifically outlined to Vice- 
president Rhodes. 





“Whenever occasion has required, it 


A SUCCESSFUL RECORD 


ROM its inception the In- 

dianapolis Life has been a 

Purely Mutual Company, op- 
erated for the use and benefit of 
its Policyholders. There are no 
Stockholders. It can not be 
bought, traded or sold. During 
the twenty-four years of its life, 
the Company has been progres- 
sive and prosperous. It has kept 
the faith with its Policyholders 
and agents. It has lived up to 
its promises. It has furnished 
insurance at a very low net cost. 
Its dividend record is unexcelled. 
It has the confidence and respect 
of its competitors and the general 
public. It is still guided by the 
Officers who started the Com- 
pany twenty-four years ago. It 
has a loyal and faithful agency 
organization, and it is perma- 
nently established in its own 
home office building. 


In the future as in the past, the 
Company will keep within the 
lines of safe underwriting. It 
will indulge in no doubtful ex- 
periments. It will endeavor to 
keep quality, service and safety 
above mere size. 


3,037, 135.59 


3,760,337.71 


4,451,264.48 
5,756,690. 86 
7,011,554.27 
8,655,788.49 


10,231,921.21 
12,021,820. 06 
13,665,053.54 


15,532,346.26 

20,456,374.44 
27,006,018.90 
31,275,345.88 
35,236,427.74 


40,882,131.98 
46,628,369.17 
54,432,038.01 


64,065,397.61 


75,25 


7,687.64 


1928 86,027,488.39 


1929 


TO JULY 


IOWA 


92,000,000.00 


The Company now desires to further organize tinis state. We give Managers or General Agents contracts direct with the 
Home Office for as much territory as can be profitably handled. 


Des Moines 


Dubuque 


Sioux City 
Waterloo 


SPECIAL OPENINGS 


Cedar Rapids 
Council Bluffs 


Burlington 
Mason City 


For District Managers and Special Agents contracts for the Tri-Cities territory write: 


Harold J. Plack, Mgr., Tri Cities Agency 


302 First National Bank Bldg. 


Agency Openings in Indiana, Illinois, Michigan, Ohio, Texas, low: 


Apply to Frank P. Manly, President 


Davenport, lowa 


a, Minnesota, Florida and California 


Indianapolis Life Insurance Company 


INDIANAPOLIS, INDIANA 


has been the practice of this departmen 
to withdraw approval previously Riven 
to policy forms. I do not consider that 
the Mutual Benefit has any more of , 
vested right to have approval of its 
supplementary disability contracts cop. 
tinued than has some other company 
to have approval of its contracts with 
the 90-day clause continued. 

“I hardly think you will desire tp 
adopt the position of arguing that policy 
forms submitted and approved months 
after the special committees were ap. 
pointed, particularly policy forms syb. 
mitted after the preliminary reports of 
the committees had been drafted, should 
bar a fair and impartial consideration of 
the recommendations of the special 
committee.” 


Minnesota Mutual's 
Expansion Program 


Under the expansion program of the 
Minnesota Mutual Life, Vice-President 
O. J. Lacy has completed arrangements 
for the closer cultivation and supervision 
of territory. Ray P. Cox has been 
handling the field as western manager 
of agencies, and A. Howard Blanton, 
as eastern manager of agencies, ko- 
operating with Vice-President O. J, 
Lacy and Superintendent of Agencies 
Harold J. Cummings. In order to give 
better service, the central territory has 
been divided with J. Herbert Snyder of 
Louisville, formerly one of the con- 
pany’s leading general agents as well 
as personal producer, as supervisor in 
charge of that district. Robert C. Lowe, 
who has resigned as Ohio supervisor 
for the Penn Mutual, has been ap- 
pointed supervisor of the Minnesota 
Mutual for the southern division, with 
headquarters in San Antonio, Tex. With 
this new arrangement the company can 
add to its general agency force and give 
better supervision over the field. 


Report Railway Accident 
Reduction in U. S. for 1928 


Reduction in railway fatalities to 3.61 
per person per million locomotive miles, 
as compared with 3.67 in 1927 and 3.63 
in 1926, according to a bulletin of the 
Interstate Commerce Commission just 
made public. The report shows that 
6,509 persons were killed and 85,561 in- 
jured in accidents on steam railroads 
during 1928, as compared with 6,281 
killed in 1927 and 6,947 in 1926, 104,799 
injured in 1927 and 130,222 in 1926. 

Only 16 passengers were killed in 
train accidents, the commission stated, 
and 67 passengers in train service acci- 
dents. In 1928 passenger fatalities were 
reported to be 36 percent below the 
average for the five-year period 1923- 
1927. Of the fatalities, 272 were re- 
ported as attributable to train accidents, 
5,872 to train service accidents and 365 
to non-train accidents. Highway grade 
crossing accidents took a toll of 2,49 
persons killed and 6,573 injured. 


SENTINEL LIFE ADDS 
TO ITS DIRECTORATE 


KANSAS CITY, MO., July 25.—Col. 
Arthur J. Elliot, Kansas City managet 
of the Farm & Loan Association 0! 
Nevada, Mo.; Howard Flagg, vice-pres' 
dent of the Employers’ Reinsurance, 
and W. B. Bailey, St. Louis manutfac- 
turer, are made members of the board 
of directors of the Sentinel Life at 4 
meeting July 16. E. G. Trimble, presi- 
dent of the Employers’ Reinsurance, re- 
mains as chairman of the board. 

Plans for the merger of the Sentinel 
with an eastern life company were dis- 
cussed, as was also the successor to Ar- 
thur M. Hyde, former president of the 





company and now Secretary of Agri 
culture. 
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Made President 








Cc. F. AXELSSON, Chicage 


C. F. Axelson of Chicago, agent of 
the Northwestern Mutual Life in the 
Hobart & Oates gerieral agency since 
1910, was elected president of the Spe- 
cial & District Agents’ Association of 
the company at its meeting this week. 
He was elected first vice-president last 
year and has been acting president since 


Dec. 1. He was formerly a member of 
the executive committee of the Na- 
tional Association of Life Underwrit- 


ers and is a former president of the Chi- 
He is a former presi- 
dent of the Chicago Agency Associa- 
tion of the Northwestern Mutual. Mr. 
Axelson is a trustee of the University 
of Chicago and is a member of a num- 
ber of its important committees. He is 
a former president of the alumni coun- 
cil of the University of Chicago Alumni 
association. He is a former president 
of the Chicago Alumni Club and a trus- 
tee of Rush Medical College. He served 
as president of the western division of 
the Delta Tau Delta fraternity and is a 
former president of the Chicago alumni 
chapter. He is secretary of the Chicago 
recreation commission, president of the 
Fifth Ward National Club, chairman of 
the ushering committee of the Hyde 
Park Baptist church, a director of the 
Midway State Bank of Chicago, a di- 
rector of the General Realty Trust, a 
trustee of 5811 Dorchester Real Estate 
Trust, a director of the Cloisters Build- 
ing Corporation, a former president of 
the Men’s Club of Hyde Park and is 
interested in a dozen or 15 more or- 
ganizations. He is thus a man of wide 
and diversified accomplishments. 


cago association. 


Permits $500 Exemption 
in Cash Value Contest 


Cash surrender value of a policy is 
an asset of a bankrupt estate even when 
the contract is payable to a beneficiary 
other than the bankrupt’s estate or per- 
sonal representative, if he has reserved 
absolute power to change beneficiary, 
the court of appeals for the fourth cir- 
cuit in Maryland held recently in the 
case of Haskin Hanover. Maryland 
law specifies that a $100 exemption in 
bankrupt estates shall be free from exe- 
cution or seizure to satisfy debts. The 
executor insisted upon taking all of the 


cash surrender value of $836.25 but 
$100, and Hanover insisted that his 
exemption was $500. There were no 


Previous decisions of the court of ap- 
peals in Maryland on the subject. 


A. A. Bornuauser, general agent of the 
Penn Mutual Life in Evansville, Ind., 
has returned from a trip to Missouri. 





United of Chicago Will 
Spread Out Its Sails 


WILL INCREASE ITS CAPITAL 





Will Take Over the United States 
Mutual and the Lincoln Metro- 
politan Mutual Casualty 


Following the increase in capital of 
the United Insurance Company of Chi- 
cago to $200,000, it will take over the 
United States Mutual, writing accident 
and health insurance, which is under the 
same management. The United will 
thus write accident, health and life. It 
will also absorb the Lincoln Metropoli- 
tan Mutual Casualty of Cleveland. Thus 
the entire financial backing of the exc- 
cutives and ficld force will be behind 
one company. The annual meeting of 
stockholders of the United will be held 
Aug. 10 to pass on the increase in capi- 
tal. The financing has already been ar- 
ranged for, so that within six weeks 
after that the United should be the one 
company having taken over all the rest. 

Main Factors in the Company 


The two main factors in the organi- 
zation are O. T. Hogan, president, and 
A. D. Johnson, secretary. Both men 
have been connected with the com- 
panies for some time and are respon- 
sible for their upbuilding. G. W. Van- 
Fleet, vice-president, has retired from 
the organization. Mr. VanFleet was 
brought in to help finance the United 
and get an ordinary department estab- 
lished. Having completed the work, he 
is leaving the organization. The main 
business of this office has been the writ- 
ing of industrial health, accident and 
life. In time it will build up a separate 
organization for ordinary life, accident 
and health. Last year the combined 
premiums with the exception of the 
Ohio company were something over 
$1,000,000. This year they will run to 
$1,300,000. 

The United and United States Mu- 
tual are licensed in Illinois, Indiana and 
Michigan. This field will be developed 
more intensively when the United takes 
over all the companies. 


Check Forger Bilks Hotels 











as “Bankers National” Man 


Hotels in St. Louis, Columbus and 
.Dayton, O., have been victimized re- 
cently by a man who presented checks 
which on first inspection appeared to 
have been issued by the “Southwestern 
District” of the Bankers National of 
New Jersey at Tulsa, Okla. Now the 
individual, who according to authorities, 
is a widely known criminal, is being 
trailed by the William J. Burns detec- 
tive agency at the request of the Ameri- 
can Hotel Association. He was said to 
have been identified through his hand- ! 
writing on the checks. 

The bogus checks bore the name of | 
the National Bank of Commerce of 
Tulsa, although the Bankers National | 
declares that it carries no account in 
that bank, nor is it licensed to do busi- | 
ness in Oklahoma, and were made out ! 
for odd amounts. | 


Observes 23rd Anniversary | 


The Ohio State Life this week ob-| 
served the 23rd anniversary of the writ- 
ing of its first policy. Of the organizers 
of the company four are still connected 
with it, President John M. Sarver, Vice- 
President Irving Drew, U. S. Brandt, 
counsel and vice-president, and ‘C. E. 
Schilling, M. D., medical director and 
vice-president. Superintendent of Agen- 
cies W. S. Boyenton has been with the 
company 19 years and Secretary-Treas- 
urer J. K. Bye, 13 years. The company 
this week declared its usual quarterly 














dividend of 2% percent. 





No. 





A veritable paradise for the devotee of that 
fascinating sport which numbers its followers by 
millions—golf ! 
vista of noble trees and undulating leas, velvety 
fairways that saunter alluringly over verdant knolls 
and through shady dells, enticing greens that charm 
the eye and put the most priceless of man’s antique 
carpets to shame—that is the delectable course at 
Biloxi, Mississippi. 

American Central Field Club members who 
love the game of games will have an opportunity to 
play this wonderful course in January, 1930, when 
the Club holds its annual vacation. 
goes to show that excellent production and outstand- 
ing renewal expezience are valued and rewarded by 
a Company that has ever stood for ideals which 
assure permanent progress and lasting good-will. 


Just one of the many reasons why American Central 
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representatives are happy and successful. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 





Nylic Public Service 


q Life Insurance is “public service.” 


q It helps individuals to save and insures 
their life values against loss by death or by 
total and permanent disability. 


PWEDE OO CS TO OO e eee 


UE 
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q In order to earn interest on the policy- 
holders’ savings, it loans money to home- 
owners, to railroads, to owners of city 
buildings, to public utility companies, to 
the United States government, and to 
states, counties and municipalities. 


Probably no other institution serves our 
people singly and collectively, both as 
private individuals and as citizens, in so 
many vital ways. 


A company’s usefulness to the community 
is, therefore, largely measured by the num- 
ber of people protected, the amount of in- 
surance in force and the amount of its 
invested assets. 


As of January 1, 1929, the New York 
Life had about 2 Million policy- 
holders Insured for over 
634, Billions. 


Its Assets amounted to over 
114 Billion Dollars 





NEW YORK LIFE INSURANCE COMPANY 
51 MADISON AVENUE, MADISON SQUARE 
NEW YORK, N, Y. 











Old Colony Life Hearing 
Brings Out Valuations 





DIFFERENT OPINIONS GIVEN 





Experts Give Their Views as to What 
Property Is Worth at This 
Time 





Master in Chancery Korshak con- 
tinued his hearings on valuation of 
property owned by the Old Colony Life 
of Chicago in the suit brought by the 
director of trade and commerce for a 
receiver. The Old Colony is contending 
that its properties were undervalued, 
which showed an impairment, but that 
the valuations were too low. G. W. 
Woodward of Fort Meade, Fla., who 
lives on the Old Colony land in Florida, 
stated that ‘the had cultivated 700 acres 
of land but only 100 are under cultiva- 
tion this year. He said there are indi- 
cations of phosphate deposits on the 
land. Land of similar quality has been 
selling at $150 an acre. 

I. W. Yarnell of Lake Wales, Fia., 
formerly a Minneapolis banker, put a 
valuation of $75 an acre. The cost of 
clearing, he said, runs at $35 an acre. 
Under normal conditions, if the land is 
put to its best use, the uncleared would 
be worth $150 an acre and the cleared 
$185 an acre. The entire valuation of 
the land at $75 an acre would be $659,- 
600. When the company foreclosed the 
mortgage of the Polkania Corporation 
its cost was $665,000. Mr. Yarnell, 
under cross examination, admitted there 
had not been a very active market for 
Florida real estate for two years. He 
said the land would have to be held for 
two years before a market could de- 
velop. 

Tampa Man Gives Estimate 


W. L. McNevin of Tampa, a real es- 
tate man, estimated the present market 
price of the Old Colony Life property 
if sold under normal conditions at $445,- 
475. If it were put to its highest use 
he would value it at $509,644. Mr. 
Yarnell on cross-examination declared 
that he would pay $85 an acre for the 
Old Colony Life land if he ould not get 
it any cheaper. 

It is stated that a special meeting of 
the board of directors of the Old Col- 
ony was held to recommend the issu- 
ance of 17,600 shares of stock in the 
treasury in the effort to rehabilitate the 
company and give it more money. The 
plan, however, was postponed indefi- 
nitely when the recommendation was 
referred to the executive committee. 


Indiana Directory Now 
Is Being Distributed 





The Indiana Insurance Directory has 
been issued from THE NATIONAL UNDER- 
WRITER press. This is a reference book 
for Indiana, as it gives complete in- 
surance information of the state. The 
company directory furnishes much data 
about headquarters, location of depart- 
ments, field men and general agents. 
The agency directory alone comprises 
440 pages. There are tables giving 
premiums and losses in Indiana for all 
classes of companies, list of adjusters 
and attorneys, field men, a list of or- 
ganizations, the insurance laws of the 
state. One of the features of the di- 
rectory this year is the contribution by 
Irving Williams, editor of “Rough 
Notes” showing the results of the last 
two years of the insurance business in 
the state. The cost of the directory is 
7.50 and can be secured at any office of 
THE NATIONAL UNDERWRITER, 








Increases Its Capital 


Increase in capital stock of the Frank- 
lin Life from $100,000 to $250,000 is 





announced by President Henry Abels. 


Snyder & i Forming 
Big Insurance Flee 





CHICAGO FIRM QUITE ACTivg 





Has Already Acquired an Interest jp 
a Number of Companies—Calumet 
National Life Moving 





Snyder & Hay, financial men in the 
Pure Oil building, Chicago, are build. 
ing up a sizeable insurance fleet, and 


in addition the firm is intereste ‘d from 
an investment standpoint in other com- 
panies. The firm is composed of Harry 
Snyder and H. Collins Hay. Mr. Sny.- 
der is a director of the Bank Savings 
Life of Topeka, and financially inter. 
ested in it. The firm purchas ed the 
Republic Casualty & Surety of Chicago 
and then became heavily interested jn 
the General Casualty & Surety of De. 
troit. The two companies have been 
merged under the name of the General 
Casualty & Surety. 

They have purchased a considerable 
interest in the Calumet National Life of 
Chicago, being now the main invest- 
ment men in the enterprise with Emil 
G. Seip, the president, and Walter E 
Schmidt, vice- president and treasurer. 
The home office of the Calumet National 
Life has moved this week from 9117 
Commercial avenue to the Pure Oil 
building, taking offices next to the Gen- 
eral Casualty & Surety. Robert H. 
Beard, vice-president and general man- 
ager, has resigned but it is probable 
the agency office will continue in the 
Insurance Exchange. Messrs. Seip and 
Schmidt are connected with a string of 
banks on the south side, and are part 
owners of the Calumet Casualty. 

Snyder & Hay have also purchased 
the American Old Line Life of Omaha. 
They have minority holdings in some 
other companies. It is the intention of 
the firm to branch out extensively in its 
insurance operations. Snyder & Hay 
have other large interests aside from in- 
surance. Mr. Snyder through his finan- 
cial operations writes a large amount 
of life insurance himself every year. 
The General Casualty & Surety for 
automobile business has a hookup with 
the Columbian National Fire of Lans- 
ing and the Chicago Fire & Marine, the 
latter writing the fire and theft end of 
the full protection automobile policy. 


RHEB JOINS SELLING RANKS 





Publicity Man of Eureka-Maryland As- 
surance Enters Production Field— 
Other Appointments 





BALTIMORE, July 25.—C. F. Rheb, 
for the past three years publicity man- 
ager for the Eureka-Maryland Assur- 
ance, has given up that position in order 
to join the selling ranks of the con- 
pany. T. J. Wentworth, a former pub- 
licity and newspaper man, succeeded 
Mr. Rheb as publicity manager. Mr. 
Rheb was connected with the “Daily 
Record,” a legal and financial paper 
of this city, for a number of years be- 
fore taking on his duties with the Ev- 
reka- Maryland. 

Frank J. Hughes has been appointed 
superintendent of the Philadelphia dis- 
trict of the Eureka-Maryland. Mr 
Hughes was former general agent, and 
prior to that was deputy assistant super- 
intendent for the Metropolitan Life ™ 
Philadelphia. 

Leo Reardon has been promoted from 
the rank of assistant superintendent 0! 
the Eureka-Maryland at Philadelphia to 
superintendent of the Hagerstow? 
branch. 

Hagey H. Campbell has been ap- 
pointed general agent at the Pittsburg 
branch office. Mr. Campbell was with 
the Eureka-Markland several years ag°. 
and left to enter other lines, but has 
recently decided to get back into the 





insurance field. 
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Capital Increase 
of Judea Holding Concern 


—_—_——— 


CLAIM RUSE TO GET CONTROL 





Seventeen Officers and Directors of 
Insurance Group Involved in Suit 
by Minority 





Seventeen officers and directors of the 
Iydea Industrial Corporation and its 
subsidiaries, the Judea Insurance Com- 
pany, Ltd., of Palestine and the Judea 
Life of New York, have been involved 
in a suit of minority stockholders to 
enjoin them from increasing capital of 
the Judea Life from $150,000 to $1,000,- 
000. The suit was filed in the New 
York supreme court. One of the mi- 
nority stockholders is Jacob S. Strahl, 
municipal court justice of Brooklyn. 
The suit was brought in the name of 
David Blumowitz and Arthur Campbell, 
who charged that if the capital were 
increased according to plan, interests 
hostile to the purposes of the organiza- 
tion might subscribe to the stock and 
obtain control. The industrial corpora- 
tion was formed to finance industrial 
operations in Palestine. 


Claims Improper Sanction 


Samuel Silverman, attorney for the 
minority, charged that an agreement 
had been entered into whereby a New 
York banker, Irving Rosenzweig, one of 
the defendants, was to sell the stock at 
$65 so that the defendants would “con- 
trol the same either personally or 
through nominees.” It was charged 
that the stock increase was voted with- 
out proper sanction and that the defend- 
ant had “conspired to increase the stock 
so as to control it by subscribing.” 

Francis R. Stoddard, attorney for the 
defendant, declared it would be impos- 
sible to sell the stock for less than $150 
a share as under New York law it 
could not be sold for less than its par 
value plus 50 percent surplus. 


Dr. Albright Breaks Own 
Life Production Record 





MILWAUKEE, July 25.—Dr. 
Charles E. Albright wrote $3,940,000 for 
the Northwestern Mutual for the 
agents’ year ending May 31, 1929, it 
was announced at the annual meeting 
of the Northwestern Mutual Agents’ 
Association here this week. For 23 
consecutive years, Dr. Albright has led 
the agents of the Northwestern Mutual 
and has sold almost $50,000,000 for that 
company in the 23 years. His excess 
placed with other companies is not dis- 
closed but it is common knowledge that 
the amount is large. 

Dr. Albright was graduated from 
Rush Medical College, served as an in- 
terne, and in 1891 became one of the 
assistant medical directors of the North- 
western Mutual. He started selling in- 
surance in 1905 and in the first five 
months of that year sent in $305,000 in 
sales. The $3,940,000 last year set a new 
record for him, the best previous fiscal 
year being 1920, when he sold $3,234,- 
000. His record, for agency years end- 
ing June 1, is as follows, beginning with 
$305,000 for the first five months of 
1905: 


1906 ....$ 607,000 1918 . 1,503,000 
1907 936,000 1919 .... 2,302,000 
1908 -- 1,257,750 1920 .... 3,234,000 
1909 -- 1,516,000 1921 .... 2,679,000 
1910 -- 1,622,000 1922 .... 2,100,000 
1911 ...,. 1,719,000 1923 .... 2,427,000 
1912 .... 1,817,000 1924 .... 2,205,000 
1913 .... 1,850,000 1925 .. 2,533,000 
I914 ..., 1,509,000 1926 . 3,055,500 
1,070,509 1927 .... 2,610,000 
1916 .... 1,103,500 1928 .. 2,832,500 
1917 .... 2,294,500 1929 . 3,940,000 





Northwestern Mutual to 
Add to Its Home Office 





VAN DYKE ADDRESSES AGENTS 
President Makes Announcement—Dis- 
cusses Farm Loan Situation——Big 
Volume Increase This Year 





MILWAUKEE, July 25.—Plans for 
the erection of an addition to the North- 
western Mutual’s home office building 
were announced by President W. D. 
Van Dyke in his address of welcome to 
the fifty-third annual meeting of the 
Northwestern Mutual Agents’ Associa- 
tion. The company now owns the en- 
tire block on which the present home 
office stands and the addition will finish 
out the block, to the same height as 
the present building, eight stories. How- 
ever, the addition will carry foundations 
for a much higher building, the upper 
stories to be erected in the future when 
needed. The addition will be completed 
not later than 1931. 


Tells Farm Lean Situation 


Referring to the farm loan situation, 
which affects the investments of so 
many life companies, Mr. Van Dyke 
gave the agents an analysis showing the 
favorable situation of the Northwestern. 
Mr. Van Dyke said: 

“As of Dec. 31, 1925, of all of our 
30,000 farm loans only 86/100ths of 1 
percent in number and only 1.37 percent 
in amount invested was represented by 
farms acquired under foreclosure and 
then held by the company, and only 
11/100ths of 1 percent in number and 
21/100ths of 1 percent in amount in- 
vested was represented by farms so 
acquired and sold under land contracts. 

“Of only 260 farms on hand at the 
close of the year which had been ac- 
quired by foreclosure, 75 percent were 
rented and only 25 percent unrented, 
and a considerable number thereof have 
since been rented. 


Interest Being Paid 


“Of the total interest on both farm 
and city loans, collectable in 1928, only 
1.84 percent of such interest was in de- 
fault on Dec. 31, 1928, and only 
62/100ths of 1 percent thereof was still 
in default on June 30, 1929. 

“Notwithstanding the well-known 
general agricultural depression and de- 
cline in farm values during the past 
few years and the sympathetic demand 
for farm relief, nevertheless, with due 
modesty, we feel warranted in stating 
that the results of the farm loan invest- 
ments of our company speak for them- 
selves and clearly show that the finan- 
cial condition of the Northwestern by 
reason of such investments requires no 
apology or excuse.” 

The first half of 1929 was a remark- 
ably favorable one for the production 
of new business with the Northwestern 
Mutwal, said Mr. Van Dyke. Each of 
the six months exceeded the production 
of the corresponding month, not only 
of 1928, but of 1927 and 1926. The vol- 
ume for the entire six months was $14,- 
000,000 over that of 1928. 


Lincoln National Figures 


The Lincoln National Life had on 
July 1 increased its insurance in force 
to $692,666,021. This is almost exactly 
$150,000,000 more than its insurance in 
force June 30, 1928. The paid business 
for the year to that date was $90,338,460, 
a gain of more than $16,000,000. June 
showed a gain in paid business of 
$3,618,790. 

Some notable increases in paid busi- 
ness in the Lincoln National for the 
first six months over the corresponding 
period of 1928 are: Kansas, 248 percent; 
Michigan, 189; Iowa, 184; South Da- 
kota, 178; Utah, 165, and IlIlinois, 151. 





M odern policy contracts 

I nterest earnings high 

D ividends above ordinary 
L ow management cost 

A mple field assistance 

N ever contested a death claim 
D isability double indemnity 


M ortality exceptionally low 
U nderstands field problems 
Trusteeship held sacred 

U seful educational courses 
A nnual health service 

L ow net cost 
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New Contracts 
For New Conditions 


Automobile accidents are now responsible for 
more than one-third of the number of claims 
paid for personal injuries and for considerably 
more than that proportion of the amounts. 

People have reason to fear the expense such 
accidents cause and know the value of accident 
insurance that gives adequate protection 
against them. 

Our latest contract includes automobile acci- 
dents in the double indemnity provision. Send 
for circular. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 








INSURANCE STOCKS 


Bought—Sold—Quoted 


A 
P:W. CHAPMAN & C0, INE: 


Insurance Stock Department 
115 W. Adams St. 42 Cedar Street 
CHICAGO NEW YORK ~ 





Problems of Organizing 
District Agency Force 


FINDING AND “SELLING” MEN 


B. J. Stumm of Aurora Tells North- 
western Mutual Conference of Effec- 
tive Means to Be Used 


MILWAUKEE, July 25.—B. if 
Stumm, district agent at Aurora, IIL, 
spoke at the district agents’ conference 
during the annual meeting of the Asso- 
ciation of Agents of the Northwestern 
Mutual Life here this week on “Find- 
ing Agents and Selling Them Our Busi- 
ness.” He said the first requisite of a 
life agent is that he believe in life in- 
surance. In order to sell a person life 
insurance you must at the same time 
sell him yourself and your company. 
Therefore, he belives that present pol- 
icyholders are a good source of new 
agents. 

The district agent should and must 
sell personal business. This brings him 
in contact with a great many people 
and some can be interested and brought 
into the business. He believes in al- 
ways keeping in mind the prospective 
agent when selling insurance. 

Discovering the Good Ones 


Talking to friends and acquaintances 
about the opportunities of the business 
is also hopeful. Material for good 
agents can be found in all walks of life. 
Some of the best producers are men 
who appeared least qualified to start 
with. He believes in giving every man 
a contract who can be induced to ac- 
cept one, providing, of course, that he 
has some characteristics of a good 
agent. A few will come through; many 
will not. Unless they are started and 
tried out the good ones will not be dis- 
covered. 

Mr. Stumm is a firm believer in the 
part-time man. In fact, he declares, 
most agents are part-time men, even 
though they hold a full time contract. 
By starting men off on a part-time con- 
tract it is much easier to get them in- 
terested in the business. Many people 
have a fear of changing occupation. By 
starting part-time an agent learns some- 
thing about the business and its oppor- 
tunities and it is then much easier for 
him to visualize what he is losing by 
not devoting all of his efforts to selling 
insurance, 


Developing Outlying Territory 


“If you can get one man to take a 
contract and he begins to write busi- 
ness, it will not be long before some of 
his friends will want to know if they 
also cannot get a contract,” said Mr. 
Stumm. 

The chief difficulty of the district 
agent is to find men in undeveloped 
places where he does not personally 
work to any extent. He cannot afford 
to spend the time writing personal busi- 
ness in the places where he is not 
acquainted, as he can do so much more 
in this own city. For this reason he 
has to develop the outlying parts of ‘his 
territory more slowly than the other. 
The outside territory, however, can be 
reached through friends and acquaint- 
ances and other agents. Present agents 
can be of the greatest help in finding 
new men. 


Value in Competition 


Mr. Stumm announced a principle of 
competition which is not generally 
recognized, but which has been proved 
in many instances. He said: “The more 
agents there are in a field, the more 
business there will be written and the 
more business that is written, the easier 
it will be for each individual agent to 
write more.” 

A thoroughly organized field should 
have agents of different religions and 
different nationalities. It should have 


Captain Named to Study 
Aviation Cover Problem 


—_—— 


SITUATION DECLARED Bap 


Guggenheim Aeronautics Fund Fing 
High Rates and Wide Variance 
Hampering Industry 


Harry F. Guggenheim, president oj 
the Daniel Guggenheim Fund for the 
Promotion of Aeronautics, announce 
appointment of Capt. Ray A. Dunn as 
consultant in a comprehensive study of 
the question of aviation insurance. — 

“Aviation insurance is one of the oyt- 
standing problems, not only of the com. 
mercial aviator, but of all those engaged 
in flying,” Mr. Guggenheim stated. “At 
present, rates for insurance of this kind 
are almost prohibitive, and this is very 
largely due to the almost complete lack 
of correlated information on the subject, 
Attempts of American insurance com- 
panies to solve this problem have been 
hampered by inadequate scope of sta- 
tistics available. 

Results Have Differed 


“Results of studies made by insurance 
actuaries have all differed with respect 
to hazards of different classes of flying, 
and these differences have resulted in 
varying and extremely high premium 
rates for aviation risks. In face of this 
confused situation it has been difficult, 
if not impossible, for the public, as well 
as for military and naval officers of the 
United States engaged in aviation, to 
obtain the amount of insurance cover- 
age which has been desired. 

“Because of the importance of life in- 
surance to aviation, the fund has asked 
Captain Dunn to conduct a survey 
which will compile accurate and official 
data in regard to aviation mortality.” 


Points Brought 
Out in Selling 


(CONTINUED FROM PAGE 6) 


This brings the situation down to points 
as well as being a reminder appreciated 
by the prospect. 

Prepared Presentation 


“One thing important in the approach 
is to have a prepared presentation,” said 
Mr. Olsen. “I have about twenty ideas 
that I can use amywhere in the course 
of a talk, They are memorized so well 
that I don’t have to think about them, 
but they are always ready to pull out 
when I need them. 

“Knute Rockne has shock troops 
which he uses in a football game, and ! 
believe this the insurance man can ust 
very well when he gets two or three 
minutes with a man, to have certain 
ideas which he can use as shock troops 
during the approach,” Mr. Olsen com 
tinued. 

“Nine men out of ten who aren't clos- 
ing business, have this due to lack ol 
knowing what to say,” Mr. Olsen con 
cluded. He urged the men in closing to 
organize their objective, that is to st 
lect the quota or company honors which 
they plan to attain during the year, © 
that they can work definitely and sy* 
tematically toward their goal. 


——— 











men who are trained in handling the 
various kinds of business. There show 
be the man whose best work can 
done with the little buyers. There 
should be others who are in a position 
to talk to a large purchaser. Some me? 
have the ability to specialize in business 
insurance while others are best fitted to 
talk family protection. 


Commodore Goad, well known life I 


surance man at Boonville, Ind., died 
denly at his home recently. 
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INCREASE YOUR 
ANNUAL 
INCOME 











HERE—is your golden opportunity to 
increase your present income. 


The Accident and Health Sales Training 
Course will give you: 


1—TRIED AND TESTED SALES PLANS 
2—HOW TO PROPERLY ANALYZE ANY A. & H. CONTRACT 
3—A SALES PORTFOLIO TO HELP YOU SELL 


IT WILL BRING RESULTS! 


Many Accident and Health Salesmen have used this 
course and have benefited by it. You owe it to yourself. 











See what users of the course say about it—then fill § [~~ ~~ = 


: mai THE NATIONAL UNDERWRITER CO., 
= coupen and il TODAY. 420 E. 4th St., Cincinnati, O. 


Gentlemen: Please send me by return mail, booklet, “SIX HONEST 
SERVING MEN,” describing Sales Training Course in Accident and 
Health Insurance. 


__ After carefully reading your Lecture No. 1 of your 
Sales Training Course in Accident & Health Insurance, 
I must state that I find it highly interesting. At our last 


Agency Meeting I urged every man present to enlist in EL OD EEE EO Te CoE ic cade ccdcenns 
that course as I am sure it will be of great help in selling 
our Policies. Ne a ee ae Eee ie eee ne ee 


ee es ee ee Ne 


F. M. Locher, Cal. 
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Copeland Elected Head 
of Association of Agents 





NAMES STANDING COMMITTEE 
Five-Year Expansion Program Main 
Topic at Annual Convention of 
Northwestern Mutual 





MILWAUKEE, July 25.—James H. 
Copeland of Kansas City was elected 
president of the Association of Agents 
of the Northwestern Mutual Life at the 
closing sessions Wednesday morning, 
Ralph N. Hamburger, Minneapolis, is 
the new vice-president, and Ray E. Lor- 
ing, Milwaukee, was reelected secretary- 
treasurer. 

Members of the standing committee 
for the ensuing year are: Ben 
Badenoch, Chicago, chairman; P. T. 
Allen, Buffalo, N. Y.; E. C. Ryan, She- 
boygan, Wis.; W. J. Mack, Cleveland, 
and G. V. Metzger, Kansas City. 


Theme of Meeting 


The five-year expansion program was 
the theme of the sessions, Ralph Ham- 
burger introducing the subject from the 
general agents’ viewpoint. <Inumer- 
able agents are running with their heads 
down, with no definite place to go Ham- 
burger declared, and the expansion pro- 
gram gives them something to run to. 
It is a fallacy that the public will auto- 
matically seek the best or know the 
difference between price. and value or 
will remember a thing consistently un- 
less reminded of it and educated con- 
stantly, he said. 

Craig Kennedy, Wichita, compli- 
mented the standing committee on work 
in the past year and maintained agents 
should carry an atmosphere of good 
health and culture with them. A dy- 
namic life insurance man selling in a 
district will attract other men into the 
field and start an avalanche of public 
interest in his wake, he said. 

Cleary Final Speaker 


M. J. Cleary, vice-president, closed the 
convention with an appreciation of in- 
telligent cooperation of the men in spon- 
soring the expansion program. He de- 
clared the company is interested in main- 
tenance and preservation of company 
standards and policies more than in 
volume. 

The expansion program is based on 
the theory that there is room for in- 
creased effort and large uncultivated 
areas which should be developed. The 
idea of the program is healthful spread 
of business, not exploitation, ‘he said. 

School, pulpit and press are all con- 
tributing to the expansion of the insur- 
ance business, Mr. Cleary declared, and 
no other business has had the coopera- 
tion received by life insurance, he said. 

Eighty-five to 90 percent of the 
tangible values of this country are pro- 
tected against fire, Mr. Cleary’ said, 
while only 4 percent of values in lives 
are protected, although human values 
are just as real and just as susceptible 
of destruction. “What we need is crea- 
tive vision and creative selling,” he said 
“The market is there. There is the obli- 
gation and opportunity to expand.” 

More than 1,200 agents attended the 
annual banquet: Tuesday might. Dr. 
Edward A. Fitzpatrick, chancellor of 
the Mount Mary College, Milwaukee, 
was the principal speaker, talking on the 
need of scientific education in insurance 
selling. 


Leads Central States Life 


J. T. Shields of Nebraska was the 
June leader for the agency organization 
of the Central States Life of St. Louis. 
He had a spirited battle with Rich R. 
Correll of Missouri, who was the May 
leader, for the honor. 

The most recent roster of the Perse- 
verance Club of the Central States Life 
shows 23 agents with a record of 77 


Oregon Life Has Started 


on New Career of Success 





MUTUALIZATION PLAN SHOWN 





Convention of Agents Was Told the 
Motive and Spirit of the 
Founder 





BY E. J. WOHLGEMUTH 


PORTLAND, ORE., July 25.—The 
convention of the “Gold Medal Club” 
of the Oregon Life, which will shortly 
become the Oregon Mutual Life, was 
important in that the mutualization 
plans were announced and also that the 
company is having its most successful 
year. When the mutualization has been 
completed, which will be shortly, the 
Oregon Mutual will be the only mutual 
company west of the Rockies. 

The Oregon Life was founded just 
previous to the Armstrong investigation 
by one of the strongest life insurance 
characters of the Pacific Northwest and 
also for years head of the largest life 
agency in Oregon, L. Samuels, Oregon 
manager of the Equitable of New York. 
When the Hyde troubles came on in 
the Equitable Mr. Samuels decided to 
start a company in which the difficulties 
growing out of the Equitable stock con- 
trol would be avoided. 


Provision to Mutualize 


While he felt that the guarantee of a 
stock company was needed at first the 
charter provided that any time after five 
years the company could be mutualized. 
Although he is now dead his original 
purpose is being carried out by his son 
and his associates. Although they have 
been made large offers for the stock of 
the company for reinsurance purposes 
they have preferred to “keep the faith” 
and preserve the company for Oregon. 
Mr. Samuels feels that the original plan 
was a sound one as mutualization will 
place the company beyond all danger of 
being sold out. 


Business Shows Gains 


It is therefore certain to become one 
of the. large institutions of the Pacific 
Coast. Its business is showing large 
gains each year, the gain thus far this 
year being 16 percent. The Oregon 
Mutual will start as a mutual with about 
50 millions in force and on January 1 
last the surplus was $677,614, so that 
the capital is no longer needed. 

The elder Samuels was a great life 
insurance man. After he started the 
Oregon Life he went up and down the 
state with the simple slogan ‘Oregon 
Life for Oregonians,” which he ham- 
mered in on all occasions. With a pop- 
ulation of three-quarters of a million 
scattered over 92,000 square miles of ter- 
ritory to draw upon he placed on the 
books $23,000,000 of business before 
entering the second state, Idaho, which 
as soon as it was well organized was 
followed by Washington and on June 1 
of this year, California was opened with 
general agencies at San Francisco and 
Oakland and Los Angeles. Other states 
will be entered on the same program as 
time goes on. 


Gave History of Company 


President C. S. Samuels in his address 
at the agency convention on “Mutuali- 
zation” detailed the history of the com- 
pany from this angle. He pointed out 
that the stockholders had taken back 
their stock at par, receiving only the 7 
percent guaranteed from the start, and 
that this had been earned and paid each 
year besides which the company had 
built up a splendid surplus. 

It is writing new business at the rate 
of $10,000,000 a year and will no doubt 
go faster in the future. It is entirely 
free from the manipulations and con- 
solidations that have adversely affected 
life insurance in some sections and bids 
fair to become one of the great institu- 





Men with “S” Surnames 
Carry Most Insurance 





Men whose surnames begin 
with “S” have a greater chance to 
become wealthy, according to fig- 
ures in “Callaway’s Texas Index,” 
which lists Texans who have 
$100,000 or more insurance on 
their lives. Those whose surnames 
begin with “S” lead the list with 
31, “M” being second with 28 and 
“H” with 24. Men with the given 
name of William head the list 
with 13, James being second with 
11, and Joseph third with nine. 











Challenge Team Out 
to Meet All Comers 





BAETIMORE, July 25—Apple & 
Bond, general agents of the Travelers, 
have just organized a million dollar chal- 
lenge team for 1929. It is composed of 
the six leading representatives for this 
year in this agency. The individual 


agents, up to and including July 18, is: 
Daniel Klotzman, $464,731; Joseph 
Meyer, $436,229; Judge Bernard B. 
Gough, $403,333; David Schugan, $349,- 
000; J. Fred Shaffer, $338,557, and Sid- 
ney P. Spear, $332,428. 

This team is challenging any six in- 
dividual agents of any branch office or 
general agency of the Travelers in the 
United States or Canada, for paid for 
life insurance up to the close of Dec. 
31. Three of the men included on the 
team have in previous years exceeded a 
million dollars in paid for production. 


Fred S. Ross 


The Sun Life of Canada has appointed 
Fred S. Ross as manager of the Cleve- 
land division of the Sun Life of Canada. 
He will succeed Joseph N. Willis. Mr. 
Ross comes to the Sun Life of Canada 
from the Western Union Life, where he 
was manager at Yakima. Wash., for 19 
years. During that time he was a 
prominent insurance man and built up 
the Western Union agency from the 
bottom up to the largest Western Union 
agency in Washington. During the last 
two years he has produced $1,000,000 
personal business. Besides being a large 
producer, he was also a very prominent 
man among insurance men in Washing- 
ton, being president of the state asso- 
ciation of life underwriters. 

The Cleveland agency, which he is 
now taking over, has grown in three 
years to be one of the largest Sun Life 
agencies in Ohio, writing last year $20,- 
000,000 of business, $10,000,000 of which 
was ordinary life paid. 


Eastlack Is Actuary 


Allen Eastlack has been appointed 
actuary of the Wisconsin National Life. 
He is a graduate of Wabash College 
and the University of Michigan. 


Peoria Life Gains 
The written business of the Peoria 
Life for the first six months of the year 
amounted to $36,147,771. This is a 
splendid gain over last year’s figures, it 
being $2,836,333. The business in force 
July 1 was $15,091,551. 








the mutualization a law had to be passed 
in Oregon as the old law made no pro- 
vision for mutual companies. 

Vice-President W. C. Schuppel pre- 
sided at the Monday morning session 
and C. S. Samuels Monday afternoon, 
Tuesday morning and Wednesday morn- 
ing. Speeches and addresses were pre- 
sented by some of the leading field men 
during the convention. Tuesday after- 
noon and evening and Wednesday aft- 








weeks of consistent production. 


tions of the Pacific Coast. To complete 


eroon were given up to entertainment. 


production record for each one of the. 
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Canadian Business Is 
Showing Better Record 





EFFORT TO CUT DOWN LApsgs 





Figures Show That the Determination 
to Conserve Policies on the 
Books Is Effective 





OTTAWA, CAN., July 25.—A é. 
crease last year in the lapsation anq 
surrendering of life insurance policies jp 
Canada is revealed by figures compiled 
from the Reports of the Canadian insyr. 
ance department. 

There is no problem in connection 
with life insurance which has received 
more attention from officials and execy- 
tives during the past few years than 
lapsation. The companies spend every 
year large sums in endeavoring to pre- 
vent policies from lapsing and to secure 
the revival of policies that have lapsed, 
Favorable indication that the looked-for 
results are being obtained through the 
efforts of the life companies to curtail 
this wast€ is indicated in the following 
figures, 

Figures Are Given 


The amount of business lapsed dur- 
ing the year was $298,524,197, or 28.565 
percent of the gross new business writ- 
ten, as compared with $285,756,809, or 
29.95 percent respectively in 1927. The 
total amount surrendered was $110,177,- 
584 or 10.54 percent of the gross new 
business written, compared with $103.- 
780, 889, or 10.88 percent respectively 
in 1927. Combining lapsed and sur- 
rendered business, there was for 1928, a 
total of $408,701,691, or 39.10 percent 
of the gross new business written in 
that year. There was, therefore, a de- 
crease of 1.39 percent in lapses in 1928, 
and a decrease of 0.34 percent in sur- 
renders over the same period. Combin- 
ing lapses and surrenders there was a 
decrease of 1.73 percent in 1928 as 
compared with 1927. 


Cause of the Decrease 


This lowering of the lapse ratio may 
be attributed to the great work of man- 
agers and executives who evidence 
greater competency than ever before, and 
to life insurance field men who were 
better educated and better able to sell 
their products. It is the opinion of the 
companies in general that the practice 
of accepting premium notes increases the 
lapse ratio and for that reason the prac- 
tice is being curtailed. 

The following table shows the amount 
of new business written and amount 
terminated by lapse and surrenders, with 
percentage to new business for the past 





Year New Business Lapses __ 
ere: $513,850,912 $231,685,955 
RR aes en 561,182,247 218,420,860 
I See 628,827,615 231,906,653 
SS bie 736,777,818 

| RS ee ee 823,155,105 

id ak i enti te g 864,980,640 

SE ssssvaceben 945,915,028 

Year rrenders 
ge ater. $ 57,132,385 ).0 
DE eG oudgudinsd sane 73,362,536 46.3 
ae Siglo ae ae 80,594,686 44.7 
SRS eagrieeeNaREs 90,920,162 42.9 
ser 92,937,766 38.9 
DT sciwinrnnbenednes 105,069,919 40.8 
rniuhscaasnetauan 110,177,584 39.10 


Given Vacation Gift 

As William J. Graham, vice-president 
of the Equitable Life of New York ™ 
charge of group insurance, stepped 
ashore from the record breaking trans 
Atlantic liner “Bremen” this week, attet 
a vacation in Europe, representatives ©! 
his department handed him over $100, 
000,000 of new insurance written during 
the past 100 days. 





To Increase Capital 


Pacific Mutual Life of Los Angeles 
will vote upon the proposed increase 





the company’s capital on Aug. 1°. 
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JUST A LITTLE BIT EXTRA 


HREE men on a journey came to a twenty- 
foot crevice. They compared notes. One could 


jump only ten feet. The second could jump 
nineteen. The third could make twenty-one. 


The third man wasn’t very much better off than the second. He 
could beat him by only two feet. Yet, for all practical purposes, 
those two feet were the difference between success and failure. The 
second jumper was no better off than the first. 


Just a little bit extra often spells the difference between success 
and failure for the life underwriter as well as for the jumper. Just 
a little bit extra in his kit may tip the scale in his favor. 


Everything in the usual life kit—endowment, limited pay life, ordinary 
life, juvenile and term policies, and annuities are available to The Lincoln 
National Life agent—PLUS—a number of extra specialties, such as the 
copyrighted Emancipator policy, the Multi-optioned Twenty-three Year 
Endowment plan and the popular Retirement Income contract. 


The Lincoln National Life Insurance Company is proud of its record and 
conscious of its obligation to provide its agents with that little bit extra 
that will insure their making the jump across the crevice to success. 


SAFE, AGGRESSIVE, GUARANTEED-LOW-COST 
NAME INDICATES ITS CHARACTER". 





“LINK-UP-WITH-THE-LINCOLN”, A STRONG, 
COMPANY WHICH PLEDGES THAT “ITS 
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HREE life agents started out on Monday with 

a hard week before them. Monday and Tues- 

day passed, and, despite earnest efforts, no 
applications materialized. Wednesday and Thurs- 
day repeated the story. Friday was no better. 





Two of the agents were disheartened, discouraged, and made only 
a puny Saturday effort. But the third had a partner, a Helpmeet, 
a Helpmate! His wife wouldn’t let him get in the dumps, nor stay 
in a slump. She dug up prospects, grinned cheerfully back at 
him across the coffee cups, and inoculated him with her conta- 
gious optimism. Of course he won out on Saturday and kept his 
name on the famous list of Lincoln National Consecutive Weekly 
Producers. 


The Lincoln National Life recognizes and appreciates the splen- 
did co-operation afforded by the ladies of the organization; so it 
not only has its many agents’ honor clubs but also its Nancy 
Hanks Club for wives of agents. It has its various agency maga- 
zines and publications, and it has its Helpmate for the ladies. It 
invites agents to conventions, and it makes a big point of making 
Abe qualify to bring Nancy, also. 


Just a little extra effort often results from just a little extra wifely 
encouragement, which so frequently results from just a little 
Lincoln National Life appreciation of that encouragement and 
co-operation. 





“LINK-UP-WITH-THE-LINCOLN”, A STRONG, 
COMPANY WHICH PLEDGES THAT “ITS 
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r NHIS is not an ad for the Bell Telephone Sys- 
tem, tho they are welcome to it! The rural 
general agent was getting ready to retire for the 

night and was debating upon which of his agents he 

should talk to over long distance—which one needed 


a word of encouragement or advice that day. For it 
was his nightly practice to have such a talk with one 


of his boys. 


It was positively uncanny, so some of his agents reported, how he 
seemed to be able to put his finger on just the time when a little 
extra phone talk meant so much in unsnarling troubles, real or 
imaginary. 


The general agents and managers of The Lincoln National Life 
are trained and encouraged to render little extra services of that 
kind, which go so far to weld the whole nation-wide organization 
into one great unit. Lincoln National Life agents name their kid- 
dies after their general agents; they send them birthday presents; 
and - many instances they would follow them to the ends of the 
earth. 


That is The Lincoln National Life spirit, and perhaps it might be 
symbolized by that little extra phone call as well as by anything 
else. 








“LINK-UP-WITH-THE-LINCOLN”, ASTRONG, 
COMPANY WHICH PLEDGES THAT “ITS 


SAFE, AGGRESSIVE, GUARANTEED-LOW-COST 
NAME INDICATES ITS CHARACTER”. 
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Adding a 
Few 
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**LINK-UP-WITH-THE-LINCOLN”’ ASTRONG, 
COMPANY WHICH PLEDGES THAT “ITS 


HAT would you think of a gang of engineers 
who would come along and undertake to 
build a fifty-story skyscraper on top of the 


highest mountain in the land? Nothing to be said 
against their ambition, anyway. 


Well, for years a bunch of go-building agents have been making 
records for themselves and for The Lincoln National Life Insur- 
ance Company in written and paid business. Then they come along 
with steel beams and concrete mixers and add a few stories to the 
highest peaks. 


For four individual times in 1929 they built production peaks, 
they wrote more business than the Company had ever recorded 
before. They would build a big peak, add a dozen stories to it, then, 
still unsatisfied, go out and build even higher. 


That is the spirit of the men of The Lincoln National Life field 
army. Nothing can stop them. They know that they have the 
kit, the co-operation, the field, and the goal; and, boy, how they do 
put their hearts into adding a few extra stories to any old peak! 








SAFE, AGGRESSIVE, GUARANTEED-LOW-COST 
NAME INDICATES ITS CHARACTER”. 
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: ERE you ever in your boss’s house? Did 
W your president or vice-president ever invite 
you to dinner? Well, in my Company the 

boss reserves an extra chair for me.” 


The Lincoln National Life agent was bragging to his neighbor 
about his Company, its officers, its men. He knew very well that 
there is an army of men who never saw the inside of their general 
agent’s homes, let alone their officers’. He knew very well that there 
are a lot of companies where the good old Lincoln National Life 


spirit simply isn’t. 


That extra chair in the boss’s house is a pleasant fiction perhaps, 
but there is an extra chamber in the mind of the boss and another 
in his heart for the man who did the bragging and for all his fel- 


lows. 


The Lincoln National is not so big that any worthy man can long 
hide from official recognition. If there is any one principle con- 
spicuous in Lincoln National management it is the careful choice 
and generous recognition of the merits of its men. And how all 


of us love that! 


SAFE, AGGRESSIVE, GUARANTEED-LOW-COST 
NAME INDICATES ITS CHARACTER”. 
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Heaping measure 
to si Lincoln 
Life A gents 











you want to—lI’ll get mine from Heaping 
Measure Joe. He never puts a cover on to 
keep the extra apples off.” 


3s can buy apples from Tight Wad Bill if 


Heaping measure has always been a fundamental, operating prin- 
ciple with The Lincoln National Life. Heaping measure of serv- 
ice to policyholders. Excess earnings paid. Prompt and liberal 
and honest and heaping in all its dealings. 


Heaping measure to its employees. Heaping measure to its men 
in the field. “What extra helpful service can you think of to give 
the agentsP” asked President Hall of Vice-President Shepard this 
year. So they got their heads together and, in spite of the fact that 
there was already a long string of comprehensive services—educa- 
tional, lead-producing, co-operative — still in spite of these, the 
MONDAY MORNING MESSAGES were instituted. 


The value and popularity of these thorough, readable, illustrated, 
practicable bulletins may be imagined from the enthusiastic com- 
ment of one agent who would be willing to lose every other serv- 
ice the Company offers rather than the Monday Morning Mes- 
sages, were that necessary. 


The Lincoln National Life believes in heaping the measure. 


“LINK-UP-WITH-THE-LINCOLN”, A STRONG, SAFE, AGGRESSIVE, GUARANTEED-LOW-COST 
COMPANY WHICH PLEDGES THAT “ITS NAME INDICATES ITS CHARACTER”. 
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T is pleasant to be promoted and to see promoted 
a man you have selected and trained,—but it 
leaves a place to be filled. 


It is great to have a policy that enables you to say 
to capable, loyal men, “Go a little bit higher”. It is 
fine to see new territory opened, new opportunities 
created. 


But such a policy leaves open places in the ranks and at the head of 
the column, places that must be filled. Whenever feasible, gaps 
are filled from the ranks. Even so, it is necessary to open a re- 
cruiting office to find and select men who measure up to the stand- 


ards of The Lincoln National Life: 


Men of ambition to go a little bit higher; men of ability to work a 
little bit harder; men who appreciate the heaping measure, and are 
willing to give the little extra effort; men who will give or respond 
to the little extra phone call; who will help to build a tower on top 
of hills already high; human men; men of character. 


The Lincoln National Life issues a call for volunteers. 


} 
; .| SAFE, AGGRESSIVE, GUARANTEED-LOW-COST 
/ NAME INDICATES [ITS CHARACTER”. 
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Confidential Query Letter 


The Lincoln National Life Insurance Company 


Fort Wayne, Indiana 


I am interested in your expansion plans and request 
specific information concerning openings in (city or 


territory ) 


°e 29 er es 22 6.6 ON 24 © CS 82 66 0 OM 6 6 6 eo 6 ee 6 6 2 8 6 & 


Here are some facts regarding myself: 


Name 


eee S'S ae Cee SS e096 OS 06 Oo 6 66 8 OS 6 6. O'S OSS 6 8 SS 


oS 8 2'O 6 24, 6.2 #9 Oe Sra © & O:O10 81S: 8 FP OO © OO Oe 6S OHS SO 6 


Oe ot ile a ee a ee oe a ee ee ee 2 ee ee ee a ee a ae 


SP CSA SCeCsCeseeewsSoe eC eCaeaenenanenasaeoct tee eee eseeaeseeneneeeée 


is foo 6 Ai ews eG id ds. 
Amount of life insurance personally owned........... 


Accomplishments in finding and training agents... ... 


SCRE PSST Cee PS OO. CHG eoe01ecen een eae deeb 0446 eee nce 


eee Ce eeeeaeee eee aeaveceaneeneeeoasceeene ease ees 6 & & 


SOC TTF Veeeseeesese sr ere eer ge ee 6 6 eo 64 @O6.6E OO 64S 6 & OO OC BO 6 6 6 


Write a letter if you prefer. It will be treated absolutely con- 
fidentially. If now under contract, do not write unless you are 
ready for advancement which your own company cannot offer. 














The Lincoln 
National Life 
Insurance Co., 

Ft. Wayne, Indiana, 


is a guaranteed low 
cost, ordinary life 
company, 


@) 


with more than $695,- 
000,000 of insurance 


in force; 


@) 


it is aggressive, pro- 
gressive, human and 
friendly, 


@) 


strong and ably man- 


aged, 
® 


absolutely safe, 


© 


rapidly growing, 


@ 


and offers some ex- 
ceptionally attractive 
openings for agents 
and organizers who 
can measure up to its 
requirements. 
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Insurgents 
in Modern Woodmen 


aTTEMPT TO UNSEAT HEADS 











sundean Arrives in Nebraska to Organ- 
ize in Many States—Prepares 
Slate for Contest 





LINCOLN, NEB., July 25.—The re- 
yolt against rates adopted by the recent 
ead camp of the Modern Woodmen 
tas taken the form of an effort to unseat 
Head Consul A. R. Talbot and Head 
Clerk J. G. Ray. Nebraska members 
we pushing a slate which _ includes 
Iudge Frederick Shepherd of Lincoln, 
sho has handled most of the important 
cases in the local district court, for head 
consul and James A. McNamara, former 
head clerk, for the position held by Mr. 


A 

Tohn L. Sundean, former Nebraskan 
who practices law in Minneapolis and 
who organized the successful fight 
qainst the rates revision in 1912, is in 
the state to take active charge of a co- 
operative movement of all insurgent 
cements in middle western states. Mr. 
Sundean says ‘he will shortly call a mass 
meeting of protesting members in North 
and South Dakota, Minnesota, Iowa and 
Wisconsin for an early date, possibly at 
Minneapolis, to knit together the move- 
ment and broaden it to inclure a demand 
jor the scalps of the two head officers 
named. If Shepherd and McNamara 
cannot be put across, he says, the dele- 
gations will be for any members who can 
be agreed upon by the conferences. 

“Tam cautioning the Nebraska insur- 
gents,” he says, in a statement, “against 
abusive and radical methods and warning 
them that the situation in the order is 
more precious than it was 17 years ago.” 

LINCOLN, NEB., July 25.—Offi- 
cals of the Modern Woodmen con- 
ferred with the state department over 
the suit begun in this state to prevent 
the putting into effect of the increased 
schedule of rates. They were anxious 
that the full situation be made known to 
the department, and were accompanied 
by T. L. Anderson of the Illinois de- 
partment; C. C. Kirkpatrick, actuary 
for the Iowa department, and A. C. 
Good, consulting actuary for the Mis- 
souri department. 
_W. N. Phillips was the spokesman 
ior the fraternal and was backed up by 
state officers of the Woodmen. Mr. 
Phillips said that the fight is better or- 
ganized in Nebraska than elsewhere, and 
that in fact this is the only state where 
organized resistance has been found. He 
said actuarial reports showed the order 
33 percent solvent under present con- 


tracts, and that the rate increase was 
under state threats to exclude the 
Iraternal. 


Home Office Man in Charge 


SAN FRANCISCO, July 25.—James 
L. Taylor, home office representative 
ot the Penn Muaual Life, has arrived 
ntre to take charge of the San Fran- 
cisco general agency succeeding J. B 
Duryea, who has resigned. It is stated 
here that the San Francisco general 
agency may be put on a salaried basis 


O. C. Chisum & L. E. Warren 


Announcement of the organization of 
a life insurance firm for Little Rock 
has been made by O. Clifton Chisum 
and Lou E. Warren, who have been in 
the life insurance business there for 
several years. The firm will have offices 
in the Boyle building and be known as 
Chisum & Warren. 

Mr. Chisum has been connected with 
the Penn Mutual Life for several years 
and was an employe of the England Na- 
tonal Bank from 1917 to 1923. He is 
widely known among insurance men in 
Arkansas. Mr. Warren has been con- 
nected with the Gordon H. Campbel! 





years was one of its leading producers. 
He was with the New York Life from 
1908 to 1916. 


Gutherie at Atlantic 


A. W. Gutherie of Birmingham, 
Ala., has been made superintendent of 
the American National at Atlanta, Ga., 
with offices at 101 Marietta street. 


Give Quarter Million Club Plans 


Hillsman Taylor, president of the 
Missouri State Life, has announced the 
following schedule for the annual con- 


vention of the Quarter Million Club, 
July 26-30, in Yellowstone National 
Park. Delegates from 40 states and 


Hawaii are expected to attend. 

For the accommodation of club mem- 
bers living in the eastern, southern and 
northern sections, a special train will 
leave St. Louis the morning of July 24, 
picking up delegates at intermediate 


points between St. Louis and Cody, 
Wyo. Those coming from Hawaii and 
the extreme western states will travel 


direct to Cody from their original start- 
ing points. 

During the business home 
office and field men, especially selected 
for their ability in specific lines of in- 
surance, will address the delegates, and 
a round-table discussion will be held 
for the benefit of those who have definite 
problems they wish to present. 


Change Clic Club Basis 


Vice-President DeWitt Mills of the 
Continental Life of St. Lowis has an- 
nounced that after Jan. 1 membership in 
the Clic Club for agents will be based 
on paid premiums. To qualify for the 
1930 Clic Club an agent must obtain a 
credit of $3,000 in paid-for premiums 
instead of $100,000 in paid-for volume, 
the present club requirement. The big 
event at next year’s convention will be 
the dedication of the new home office 
building, now under construction. Steel 
work has already reached the third floor 
level. 

Vice-president Mills will be in Chi- 
cago this week to perfect plans for the 
1929 Clic Club convention at the Edge- 
water Beach Hotel Aug. 19-20. David 
D. Murphy now seems likely to win the 
club presidency. 


sessions, 


Capital Life Extends Field 


The Capital Life of Ottawa, Ont., is 
extending its business from Nova Scotia 
into the other maritime provinces. Ed- 
ward A. Young, formerly manager for 
Nova Scotia, is appointed manager. New 
offices are being opened in St. John and 
Moncton, N. B. 


Equitable of Iowa Rally 


DENVER, July 25.—More than 140 
officials and delegates of the Equitable 
of Iowa attended the convention here 
during the week. 

Delegates representing western and 
middle western states attended. Exec- 


utives who attended included H. S. 
Nollen, president, and B. F. Hadley and 
H. E. Aldrich, vice presidents. 


Lofthouse Is Proud Dad 


G. F. Lofthouse, Detroit general agent 
of the Lincoln National Life, is the 
proud father of a new boy. This is the 
third boy in the “House of Lofthouse.” 


Will Meet Nov. 15 


The annual meeting of the Canadian 
Life Insurance Officers’ Association will 
be held Nov. 15 in Toronto. 


Cary Arnett Get Mumps 


Cary G. Arnett, president of the Inter 
Southern Life of Louisville, was taken 
ill in Boston, Mass., July 21, while on 
a visit in that city. It developed that 
he had contracted a case of mumps. 


Fred C. Stafifi 


Fred C. Stagg has been appointed 
Illinois state manager for the Manhattan 



















































A Letter From 
President Paul F. Clark 


The National Association of 
Life Underwriters 


11 West 42d Street, 
New York. 


Mr. Hugh D. Hart, Vice-President, 
The Penn Mutual Life Insurance Company, 
Philadelphia, Pennsylvania. 


July 16, 1929. 


Dear Mr. Hart: 


The advertisements of your Company in the last 
several numbers of various Insurance journals are certainly 
a wonderful piece of cooperative work on the part of a great 
company. And the three-page “News Letter” story of the Census— 
Taking among your General Agencies, to find out how many of 
your representatives, and who among them, are executives or 
committee members of the Associations, is a crowning service 
to the National Association. 

My main purpose in dropping you this note is to 
most heartily thank you for so splendidly supporting the 
National and Local Associations. I wish that every Company 
in the country would follow your fine example, for it would 
mean a lot to the association movement. 


Very truly yours, 
PAUL F. CLARK, 


President. 


PFC/W 


Wm. A. Law, President 
Wm. H. Kingsley, Vice-Pres. Hugh D. Hart, Vice-Pres. 





The Penn Mutual Life 
Insurance Company 


Philadelphia, Pa. 


Independence Square Founded 1847 


























agency of the Aetna Life and for two 


Life, with headquarters in Chicago. 



































Supervisors Wanted in Ohio 
Real Opportunities for the Right Men 


We want to hear from properly qualified men 
who are familiar with territory in Ohio and can 
help us to organize and develop our agency force in 
that state. 

The men selected will be paid a salary for hiring 
and training agents and will be given an allowance 
for traveling expenses in connection with organiza- 
tion work. They will also be given a liberal first- 
year and renewal commission contract covering 
personal business sold. 

We want men with a sound knowledge of modern 
underwriting principles. They must be in good 
health, honest, ambitious, industrious, self-reliant 
and mentally alert. They must have been person- 
ally successful in selling life insurance. 

Men between the ages of 28 and 35 are preferred. 
We want supervisors young enough to grow and 
advance with the Company, but with enough expe- 
rience to do effective work from the start. 

If interested, get in touch with: 


W. T. O’DONOHUE Vice-President and Agency Manager 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 
MORE THAN 340 MILLIONS IN FORCE 
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LIFE INSURANCE COMPANY 
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Satisfying Service 


THE MUTUAL BENE- 
FIT LIFE writes 
contracts that meet the needs 
of the people; assists 
agents in presenting these 
contracts; 
policyholders a service that 


policy 
its 


and gives to 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 
Organized 1845 








A POLICY YOU CAN SELL 


Our Company offers complete protection. 


$5,000 


$25 


Also $5,000 


come—Non-medicalL 


him direct ... and directly. 


UNITED LIFE 


Concord 





Inquire! 


ALL IN ONE POLICY 


Any natural death .......... eeceecccecesscccce GARD 
Any accidental death...... secccesesocecetccces SEO 
Certain accidental deaths ............ é6seuseees GEO 


Accident Benefits $50 per WEEK for fifty-two weeks 
WEEK thereafter (non-cancellable) 
Disability Income, Waiver of Premiums, etc. 


“Preferred Risk” Policy—high value—low 
premiums; age 35, $19.91 per $1,000. Endowment Age 
85—Juveniles age 10 years and upward—Monthly In- 


Insures and assures your client’s future and yours. 


Are you interested in an agency? Our Vice-President 
Eugene E. Reed, will tell you all about it. 


Write 





ANDIACCIDENT 


INSURANCE COMPANY 
New‘ Hampshire 
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Says All Term Advocates Are Not “Twisters” 
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In the June 7 issue THe NATIONAL 
UNDERWRITER quoted some comments 
made by K. A, Luther of the Aetna 
Life on a pamphlet which had come 
to his attention. Since that time THE 
NATIONAL UNDERWRITER obtained a copy 
of this pamphlet. It is entitled: “Life 
Insurance—Its Fallacies and Possibili- 


ties—The Advantages of Term Insur- 
ance and Separate Investment,” by 
Lewis B. Tebbetts. After a careful 


reading this paper is convinced that its 
author cannot be charged with twisting. 
He has, on the contrary, made a sin- 
cere effort to show the advantage of 
separating insurance proper from sav- 
ings. -The author points out that the 
combination of the two elements in life 
insurance policies is responsible for 
much lapsing, as well as some “twist- 
ing.” 
Investing in Annuities 

The pamphlet does not advocate that 
the insured “save the difference and in- 
vest it” himself as Mr. Luther thought, 
but suggests that he invest, at the prop- 
er time, in some type of annuity policy 
which will mature at from age 60 to 70, 
when all protection can best be dropped. 

The idea presented is that the present 
high selling costs are primarily due to 
two things: (1) The general lack of 
knowledge that life insurance is two 
things; and (2) lack of proper under- 
standing of the relation between pro- 
tection and accumulation. It takes the 
position that only when the two things 
are sold in separate individual policies, 
with separate premiums, will the puwhb- 
lic be able to buy insurance properly 
and understand the necessity for accu- 
mulation to replace protection. 


Preparing for Old Age 


The pamphlet points out that in old 
age the great need is for accumulation— 
not protection. Then, only cash accu- 
mulation with a life company, will sup- 
ply both income for living expenses and 
insurance for dependents. Nothing else 
will eliminate the necessity for paying 
premiums then, when the premium pay- 
ing period should be ended, because the 
productive period of life is ended. It 
points out that the unit cost (the cost 
per $1,000) of the decreasing protection 
that is granted by all endowment poli- 


——J 
cies, whether old or new, is practical 
the same when correctly figured: 


that, therefore, the cost of protectin 
furnished by any policy, term or ¢. 
downment, rapidly gets prohibitive ap) 
is impractical for the averag: : 
old age. 

Analyzes Insurance Costs 


Man jp 


It analyzes the costs of life insurane 
from the three standpoints that ever 
insured should consider: (1) If dea 
occurs prematurely; (2) if he lives ; 
old age and surrenders his policy for js 
cash value; and (3) if he is obliged; 
“borrow.” Comparison is made betwee 
a low cost 25 payment participating 
policy and a level premium non-partic. 
pating term-to-age 70 policy, which per. 
mits separate accumulation of cash , 
4% percent compound interest. A table 
giving the actual mathematical calcuk. 
tions is included. It shows that when 
comparison is made on the basis of 
equal investment and equal protection 
the term insurance plan is most adyap. 
tageous from every mathematical stand. 
point. According to the figures given 
the only debatable questions are psycho- 
logical: whether more or less money 
will be accumulated if life insurance js 
so understood; and how much more pro- 
tection will be sold if low priced term 
policies and separate annuities are ad- 
vocated generally. 


Is Opposed to Endowments 


The pamphlet is a frank argument 
against all endowment contracts from 
the ordinary life (endowment at age 
96) om up, but it is nevertheless inter- 
esting. Its reasons for condemning the 
endowment idea are summed up as fol- 
lows: “It (endowment insurance) forces 
people that want and need protection, t 
invest a dollar or more for each dollar's 
worth of protection that is furnished 
it charges the people with the high cost 
of selling the artificial combination; and 
for the investment dollars collected gives 
nothing not far better obtained in a 
a investment.” 

THe NATIONAL UNDERWRITER does not 
advocate the remedies suggested by Mr. 
Tebbetts’ pamphlet, but it feels that 
there are conditions in the business that 
justify consideration of all sincere con- 





structive evince 








JUNE LEADERS IN THE 
LINCOLN NATIONAL 





The 10 leading agents of the Lincoln 
National in paid business for June, 1929, 
are C. B. Rittenberry, Amarillo, Tex., 
who has been on the leaders’ list three 
times during 1929; D. L. Shaw, Kansas 
City, who paid for a $250,000 case this 
month, as well as a number of other 
large ones; A. G. Green, Grand Rapids, 
Mich., former Merchants Life man, who 
has hit his stride; G. F. Lofthouse, De- 
troit, also a three- timer this year; R. E. 
Randels, recently appointed manager at 


Indianapolis; J. Wade Bailey, Fort 
Wayne, Ind.; T. I. Ramer, Wilkes 
Barre, Pa., four-timer this year; Mrs. 


Z. Z. Brown, the only woman on the 
list, who has made a great record in 
Fort Wayne selling annuities and 21 
ment income policies to women; W. 
Salisbury, Maplewood, N. J., and J. r 
Sullivan, ‘Gary, Ind., three-timer. 


Company Wins Refund 


Overassessment of $33,067 on its fed- 
eral income tax has been ordered re- 
funded to the Northwestern Mutual, 
covering the years 1925 to 1927, inclu- 
sive. The decision was made by the 
Bureau of Internal Revenue last week. 


Clic Club Large 


The roster of the Clic Club of the 
Continental Life which will hold its 
convention in Chicago Aug. 19-20 is the 





FEDERAL UNION LIFE 
AGENCY CONVENTION 





Fifty leading agents of the 
Union Life of Cincinnati who qua 
for this year’s annual agency conven- 
tion, assembled on Pelee Isle in @ 
nadian waters this week for a four days 
business conference and recreation. >¢€p- 
arate and joint meetings of the $100,000 
Club, the Veterans’ League and the 
Managers’ Association were held 
Judge C. S. Younger, superi: 
of insurance of Ohio, was the guest. 
honor. r 


Federal 





tendent 


Address was made by Char 
A. Nauts, United States internal reve 
nue collector at Toledo. 

J. W. Knippling, superintendent 
agents, reported the allotment tor 1% 
was $15,000,000 of new business, 2 
announced that $7,500,000 had been > 
sued during the first six months. 

is a decided improvement over any pt 
vious year in the company’s history 
was said. 


Made Director of Canada Life 


Charles Stewart, P. C., M. as 
been elected a director of the Canac 
Life. Mr. Stewart is one of t 

prominent members of the 4 
cabinet, being minister of the iter! 
and mines, and superintendent of ‘nc 
affairs sinee 1921. Prior to that was 
in public life in Saskatchewan, of Ww 





largest in many years. 


province he was premier from 
1921. 
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Record Crowds 
at Agents’ Meet 


(CONTINUED FROM PAGE 3) 


increase in the gold button division, and 
L, F. Meade, of the 5 A. _ Carlson 
agency, in the silver button division. I. 
karry Harris of the Gooding & Rowley 
agency, had the largest paid for busi- 
ness in the gold division; G. A. Rondot 
of the M. L. Woodward agency was 
high in the silver division, and Don P. 
Hayn, of Hobart & Oates agency, in 
the bronze division. 
Mack Awarded Cup 


M. W. Mack of Cincinnati, Ohio, was 
awarded the president’s cup, which he 
has won seven times during the past 
eight years. ’ : 

Ralph M. Hamburger of Minneapolis 
was re-elected president of the General 
Agents Association. Three vice presi- 
dents elected are Ray O. Becker, Peo- 
ria, Ill.; Sam C. Pearson, Kansas City; 
4. L. Baldwin, Washington, D. C. R. 
H. Pickford of Cedar Rapids, Ia., was 
re-elected secretary-treasurer. 

Two luncheon conferences were held 
Monday noon. The general agents’ as- 
sociation held its annual meeting at the 
University Club, and district agents held 
a luncheon conference at the Hotel 
Pfister, with Jack Y. Hamlin of Cham- 
paign, Ill., presiding. 

“The District Agent and the District 
Agency System from the Home Office 
Viewpoint” was the subject discussed by 
M. J. Cleary, vice-president of the com- 
pany. “A Survey and Organization 
Plan for a District Agency” was the 
topic discussed by Albert B. Irwin of 
Kansas City. Other speakers included 
Hamilton Yancey, Americus, Ga., on 
“Finding and Selling Soliciting Agents”; 
H. L. Cramer, Joliet, Ill, on “Effect 
of Organization Work on Personal Pro- 
duction of a District Agent,” and Roger 
A. Clark, assistant superintendent of 
agencies, on “Recapitulation.” 


Inspect Home Office 


Special and soliciting agents held an 
informal luncheon at noon on Monday. 
During the afternoon, groups of visit- 
ing agents were conducted on tours 
of the home office, in charge of H. E. 
Sale. Other agents indulged in golf, 
this feature being in charge of Russell 
P. Thierbach, assistant superintendent 
of agencies. 

Monday night the special and dis- 
trict agents’ association held its meet- 
ing at the Hotel Pfister. Charles F, 
Axelson, Chicago, aéting president, pre- 
sided. The principal speaker was Wil- 
liam Burrus, nationally known author- 
ity on salesmanship. William Lachen- 
maier, Sr., noted health advocate, also 
spoke. Entertainment features were 
provided. 

When the district agent receives an 
exclusive control contract covering a 
certain territory he has the responsibil- 
ity to organize that territory so that 
his company shall have a fair percent- 
age of business in it, declared M. J. 
Cleary, vice-president, in the opening 
address at the district agents’ confer- 
ence Monday noon. 


Finding Men Not Easy 


“Finding and maintaining men is not 
easy,” Mr. Cleary declared, “but it is 
an obligation which you take upon your- 
self with your contract. The district 
agent should capitalize the opportunity 
which his contract gives him, and shoul- 
der this responsibility. He will nd it 
gtatifying to realize that he has met the 
responsibilitv. and been well compen- 
sated for doing it.” 

Jack Y. Hamlin, Champaign, IIL, 
chairman of the conference, introduced 
Albert B. Irwin, Kansas City, Kan., 
who spoke on “A Survey and Organ- 
ization Plan for a District Agency.” 

Mr. Irwin pointed out that a plan is 
as necessary to building up a successful 
district agency, as a blueprint is neces- 
Sary to a successful building. “Know 


your field, is the first commandment 
for a district agent. In order to get a 
satisfactory picture of the field of a 
district agency, our plan requires the 
drawing of an outline map of the dis- 
trict, showing county and township 
lines and locating every city, town, or 
village that might support an agent.” 


Must Believe in Business 


“Finding and _ “Selling Soliciting 
Agents” was taken up by B. J. Stumm, 
district agent at Aurora, Ill. Mr. Stumm 
said that in his opinion the first requis- 
ite of a life insurance agent is that he 
believe in life insurance, and therefore 
Mr. Stumm is convinced that one of 
the first places which a district agent 
should look for agents is among policy- 
holders. 

Hamilton Yancey, district agent at 
Americus, Ga., in an address on “Train- 
ing and Supervising Soliciting Agents,” 
said that a district agent, if he system- 
atizes his work, can develop and train 
agents without sacrifice to his personal 
production, and cited how this has been 
true in his own experience. 


Yancey Gives Opinions 


Mr. Yancey said he believes this is 
made possible because of the diversifi- 
cation of one’s work, the association 
with men interested in the same work 
and consequent new ideas obtained from 
these associates. He brought up meth- 
ods he used to secure field represent- 
atives, and how he gets a new agent into 
production as quickly as possible, by 
helping him to know the business, and 
by writing one or two cases with him 
as soon as possible so he will have the 
feel of commissions earned. 

H. L. Cramer, Joliet, Ill, augmented 
the discussions on the district agency 
with an address on the effect of organ- 
ization work on the personal production 
of a district agent. Mr. Cramer main- 
tained that organization work helps 
rather than hinders personal produc- 
tion, and cited instances from his own 
experience to prove this. 

Roger A. Clark, assistant superinten- 
dent of agencies, summarized the points 
taken up by speakers in the conference, 
and discussed forms and aids prepared 
for the district agent by the home of- 
fice. 


Franklin Life Hosts 
Congregate at Montreal 





The convention of the Franklin Life 
$250,000 club is being held this week 
in Montreal in conjunction with the 
$500,000 club convention. 

Special cars for the trip to Montreal 
traveled from Springfield, Ill, St. Louis 
and other central points. Most of the 
party gathered at Chicago and left on 
a special train last Sunday evening, ar- 
riving in Toronto Monday to take a bus 
sight-seeing trip around the city. In 
the afternoon the party left Toronto on 
a steamer, crossing Lake Ontario to 
Rochester, N. Y., thence to Kingston, 
Ont., and on up the St. Lawrence river. 
The steamer trip was one of the out- 
standing features of the 1929 conven- 
tion. 

The convention proper started 
Wednesday morning. E. H. Redligh 
is president of the $500,000 club this 
year and Kenneth Hoskins is vice- 
president. M. R. Burton is president 
of the $250,000 club, and F. H. Rags- 
dale is vice-president. D. H. Modisett 
of Huntington, Tex., heads the $100,- 
000 club this year as the result of hav- 
ing completed 170 applications. 

Harry W. Menold, manager of the 
Franklin’s branch office in Chicago, is 
an attendant, with three of his men who 
qualified for the $250,000 club. They 
are Francis Budinger, who paid for 
$302.000; George Miura, with $315,000, 
and Harry Ross, with $250,000. 

There were 250 agents enrolled in the 
$100,000 club at the recent convention 
at the home office in Springfield. 

























































Life Companies and 
Trust Organizations 








If we examine the scope of the services performed by 
life insurance companies and trust organizations—in- 
cluding in the latter term trust sections of commercial 
banks—we shall find a broad field of co-operation. 


While the general character of each is fiduciary, the 
two instrumentalities are not natural competitors. They 
are more nearly like allies although their activities are 
distinctive. 


Each suggests, initiates, activity for the other. Each 
furnishes service for which the other is not equipped; 


one the insurance of the productive value, accumulated , 
and prospective, of human life; the other the adminis- 
tration of trusteeships, of which many proceed from life j 
insurance. 








There is no doubt that the two can supplement as 
well as complement each other, and it is noteworthy 
that the banks and trust companies have realized this 
fact and applied it in a practical way. On the other 
hand, it is evident to me that a corresponding interest in 
the promotion of the welfare of the banking and trust 
companies is now a part of the program of every wide- 
awake life insurance man. 


Watton L. Crocker, President 
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A REAL GENERAL AGENT’S CONTRACT 


LOW NET PREMIUMS AND A DIRECT HOME 
OFFICE CONNECTION, makes it possible for our 
general agents to render prompt service. 
policies from birth to Age 64. 
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AWAITS THE MAN 
WHO IS INTERESTED IN BUILDING 
FOR THE FUTURE 
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To Exchange Testimonials on Thrift 


INTERCHANGE of testimonials on thrift 
will be one of the interesting develop- 
ments in the work of the National Thrift 
Committee preparatory to “National 
Thrift Week” to be held in January next 
year. Leading bankers will be asked to 
give their opinion of life insurance as a 
thrift vehicle, and similarly life insurance 
executives will endorse the work of sav- 
ings banks and trust companies in urging 
people to observe “Make a Will Day” 
during thrift week. 

Life insurance men and bankers 
ciprocate sincerely in the organized cam- 
"paign to end poverty and ‘hunger in this 
for in recent years they have 
that their walk 


can re- 


country, 
come to see 
hand in hand. 

How great a place life insurance takes 
in the thrift campaign may be seen in the 
large representation of life men at the 
recent conference of the committee in 
New York to map the 1930 drive. Gra- 
HAM C. WELLS, ProvipeENT MUTUAL, was 
chairman, and others attending were: 
Joun C. McNamara, Guarpian LIFE; 
Joun H. Scorr, Home Lire; W. B. Baw- 
DEN, Lire UNDERWRITERS ASSOCIATION of 
New York; M. C. HorrmMan, NATIONAL 
‘ASSOCIATION OF LIFE UNDERWRITERS; 
Georce E, CuHAcE, assistant secretary, 
PRUDENTIAL; GeorcE H, KepericH, New 
York Lire; F. F.’ WEIDENBORNER, assist- 
ant superintendent of agencies, GUARDIAN 


businesses 


Lire; INGALLS KIMBALL, METROPOLITAN, 
and Grirrixn M. Lovetace, vice-president, 
New York Lire. In addition the follow- 
ing leaders in the business sent messages 
promising support: J. E. KAvANAUGH, 
second vice-president, ‘METROPOLITAN; 
Hucu D. Hart, vice-president, PENN 
Mutua; M. Apert Linton, vice-presi- 
dent, ProvipeENT Mutuat; WINSLOW 
RusseE.t, vice-president, PHOENIX Muv- 
TUAL; JoHN A. STEVENSON, general agent, 
Penn Mutwuat, and Georce K. SARGEANT, 
vice-president, MuTuAL LIFE, 

The late Ep>warp A. Woops was praised 
as a thrift pioneer by Jonn S. Goopett, 
director of the committee, and W1INsLow 
Russet, and GrAHAM C, WELLs also re- 
ceived acknowledgment for their work. 
Labors of the PrupENTIAL, MutTuAL LiFe, 
EguitasBLte of Iowa, Connecticut Mvu- 
TUAL and EguitasBLe of New York were 
complimented. 

How large a factor thrift is in building 
a safe society cannot accurately be deter- 
mined, but ApotpH LewisoHN, chairman 
of the committee, declared his belief that 
thrift is a crime preventive and he cited 
cases of criminals who would have led 
useful lives if they had been started on 
the path of systematic accumulation when 
they were young. Bolshevism and poverty 
are blood brothers. Few men are in- 
trigued by the possibilities of crime when 
their stomachs are full. 


Some Suggestions for Conventions 


THE insurance business is very highly 
organized, has many meetings, conventions 
‘and banquets. SetH DuNHAM, while writ- 
ing in the spirit of levity about “I know 
what’s wrong with conventions,” at the 
same time gave some excellent advice be- 
neath the humorous treatment of the sub- 
ject that was intended to stimulate one’s 
risibilities. Convention makers, those who 
get up the programs and see that they are 
carried through, have some responsibility 
to the downtrodden, faithful people who 
sit in the chairs and try to count the num- 
ber of remaining sheets that a speaker has 
to get off when he holds his manuscript 
in his hand. 

The audience has to suffer a lot. Fre- 
quently they are in agony. Many speakers 
wait until the last moment before con- 
structing some sort of an address that 
they are expected to give. Then it is 
crude, gotten up hastily and does not have 
ithe finish or profundity that it deserves. 
Here are some of the suggestions that 


Mr. DUNHAM makes in the thought of 
haying conventions more interesting and 
valuable : 

Book only speakers who know the sub- 
ject in which delegates are interested. 

Compel speakers to prepare their talks 
well in advance, after consultation with 
convention officials. 

Prohibit the reading of papers in so far 
as possible. 

Limit speakers to twenty minutes and 
stop them at the end of that time. 

Try feeding delegates instead of ban- 
queting them. 

Get as many different individuals to 
participate in your programs as possible. 

Find something new for the women 
to do. 

Summarize your high points in a brief 
booklet and deliver it to the delegate at 
home so he may get a cross section of 
your convention in the cool of the evening 
when hi sfeet are not tired and he is 
able to reflect over what he reads. 





PERSONAL SIDE OF BUSINESS _ 














C. W. Van Beynum of Hartford, pub- 
licity and advertising manager of the 
Travelers, is on an extended trip through 
Alaska, 

Col. and Mrs. Franklin D’Olier, with 
their son and daughter, have been visit- 
ing the Clear Lake, Ia., summer home 
of Col. and Mrs. Hanford MacNider. 
Colonel D’Olier, who is executive vice- 
president of the Prudential, was the first 
commander of the American Legion, de- 
feating Colonel MacNider for that office. 

Daniel Halsey Wells, consulting actu- 
ary of the Connecticut Mutual Life 
since 1918, who died last week, was a 
former president of the Actuarial So- 
ciety of America. He had been a resi- 
dent of Hartford 50 years and would 
have been 84 years old next month. 
Graduated from Sheffield Scientific 
School, Yale, in 1867, he remained at 
Yale for seven years as an instructor 
in mathematics and engineering. He 
entered the employ of the Connecticut 
Mutual in 1874, two years later becom- 
ing assistant secretary in charge of 
actuarial work. He played an impor- 
tant part in the fight against tontine 
insurance and contributed a number of 
important studies to the development of 
life insurance, particularly relative to 
specialized mortality statistics. 

A certificate signed by Charles A. 
Lindbergh and by Harry F. Guggen- 
heim, president of the Daniel Guggen- 
heim fund for the promotion of aero- 
nautics, has been awarded to the Lin- 
coln National Life and presented to 
Arthur F. Hall, president, in recogni- 
tion of the company’s unique roof- 
markers, which were erected a year ago 
on the Lincoln Life building and are 
maintained as a contribution to aero- 
nautics. The markers are of a type 
specially constructed for the company. 
The letters, reading “Lincoln Life” and 
“Fort Wayne,” which are 12 feet high, 
and the huge arrow pointing to the air 
field are mounted on steel framework 
approximately three feet from the floor 
of the roof. They have proved legible 
in all weather. Snow or dust on the 
roof does not obscure the signs. 

Mr. Hall is an aviation enthusiast. 
He is president of the Fort Wayne air- 
port commission. Fort Wayne’s city 
council has recently appropriated $200,- 
000 for the improvement of Baer field, 
the municipal aviation field, at the com- 
mission’s urgent recommendation. 

Hal M. Ricketts, well known local 
agent of Covington, Ky., who in addi- 
tion to representing fire companies, is 
general agent of the Detroit Fidelity & 
Surety, Georgia ‘Casualty and Shenan- 
doah Life, is to be appointed postmaster 
in his city to succeed the late G. A. 
Seiler, who died a few days ago. Mr. 
Ricketts will be given temporary ap- 
pointment pending the establishment of 
an eligible list, according to the United 
States civil service rules. Mr. Ricketts 
is an active Republican worker in north- 
ern Kentucky. 

Wyckoff Wilson, assistant secretary 
of the Travelers’ accident department, 
is receiving congratulations upon his 
having been with the companty 30 years. 
He joined the company in 1889 as a 
member of the casualty actuarial de- 
partment, afterwards being transferred 
to the accident underwriting division, 
and in 1918 being elected to his present 
office. 

Joel T. Traylor and R. O. Woods, of 
the John Hancock Mutual Life agency 
at Indianapolis, are conducting a one 
week school for life insurance agents. 
Mr Traylor is president of the Indian- 
apolis Association of Life Underwriters. 
For several years he has conducted a life 








agents school at the Y. M. A. 


He 
is contemplating a course Oy next Year 


to be possibly sponsored by the local life 
underwriters association. 


M. Clark Terrill, secretary Of the 
Phoenix Mutual Life, was honored oe 
the completion of 20 years service Jay 
week when fellow officers and a nyp. 
ber of visiting branch managers cop. 
bined in giving a luncheon for him, 

Colonel D. Gordon Hunter, ir 
manager of the Phoenix Mutual, 
sided at the dinner, making the aT 
from the summer encampment of his 
regiment at Niantic by airplane. 

With Wallace N. Watson of Boston 
making the presentation, Mr. Terrill wa; 
given a leather volume inscribed, “Th, 


Heritage of Twenty Years,” containing 
personal letters, telegrams, engrossed 
testimonials and other expressions oj 
congratulation from about 500 me 


comprising the sales or field organiza. 
tion of the company throughout the 
country. Other gifts from officers anj 
branch officers of the company were pre. 
sented by Vice-president Winslow Rys. 
sell, and a desk-set fountain pen from 
the employes of the agency department 
in the home office. 

Mr. Terrill has been associated with 
the Phoenix Mutual Life since his 
graduation from Yale in 1909. His first 
position was in the publicity and educa- 
tional division, and a short time later 
he was appointed field correspondent 
and editor of the Phoenix Mutual Field, 
a monthly magazine published in the in- 
terests of the company’s sales force. 

In 1918, he was appointed agency sec- 
retary and in 1924 he was elected a 
assistant secretary of the company. His 
promotion to the position of a secretary 
of the company came last January im- 
mediately following the annual meeting 

Dr. E. G. Simmons, vice-president 
and general manager, of the Pan- Ameri- 
can Life, left New Orleans July 17 for 
an extended agency trip and will visi 
agencies at Birmingham, Atlanta, pes 
ville, Lexington, Chicago, Cleveland and 
Pittsburgh. 

Henry J. Powell, general agent at 
Louisville, for Kentucky, a part of | 
diana and part of Ohio, for the Equit- 
able Life. of New York, will sail on 
Aug. 27, for a few weeks in Europe. 

L. F. Brown, president, and L. K. 
Reynolds, vice-president headed a group 
ot 10 members of the Rockford Life on 
a week’s tour through the Black Hills, 
S. D., traveling in a special coach at- 
tached to the Northwestern train Su- 
day. Members of the Elgin, Chicago, 
Ames, Iowa, and Omaha, Nebr., stat 
joined the group en route. 


The sixth volume of the pore -ah 
manual, “Your Assistants,” just publish 
and sent to its member companies by 
Life Insurance Sales Research Bureau 
in response to the problem engaging tht 
attention of thousands of managers © 
finding assistants and “making them 
pay.” Four major subjects are @* 
cussed in this volume: the need for * 
sistants; finding assistants; compems? 
ing assistants; and training and develoy 
ing assistants. Part Six attempts “ 
direct the thought of managers to su 
questions as: Do I need an assistatt: 
Can I afford an assistant? How sha 
I go about finding a qualified assistatt, 
How shall I compensate my assistant’ 
What duties and responsibilities should 
my assistant have? How shall I tra” 
him for his job? How shall I supers 
his work? 

The Travelers radio station, writ 
goes off the air at midnight July * 
to make way for the new plant erected 
on Avon mountain, west of Hartford 
considered one of the most modern s® 
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———— 
ions today. The new station goes on 
jirequency of 1,060 kilocycles in a clear 


yave channel granted by the federal 
radio commission. Eventually 50 kilo- 
gatts of power will be used, making this 
one of the most powerful stations in 


Arthur Harper, auditor of the Ohio 
State Life, and Ethel McHenry, a school 
eacher at Portsmouth, O., were married 
this week. They will reside in Colum- 
pus. 


C. F. Thomas, former insurance com- 


ville, who left the insurance business 
aout three or four years ago to become 
president of the Builders Finance Cor- 
soration, Louisville, is now vice-presi- 
dent and director of the Kentucky State 
Life. 
John S. Efford, district manager of 
the Mutual Life of New York at Farn- 
ham, Va., for many years, died in a 
Richmond hospital Saturday night fol- 
lowing a prolonged illness. Mr. Efford 
was the first president of the Virginia 


Field Club of the S. B. Love agency of 
the Mutual Life at Richmond. He was 
62 years old. 

Owing to the pressure of business, 
Colonel D. Gordon Hunter, general 
agency manager for the Phoenix Mu- 
tual Life of Hartford, has resigned as 
commander of the 169th infantry, Con- 
necticut national guard. He has been 
head of the regiment six years and has 
been popular among officers and men. 


Howard P. Dunham, Connecticut in- 
surance commissioner, and his wife, 
were among those who had the harrow- 
ing experience of riding in a runaway 
train down the side of Mount Washing- 
ton, N. H., Saturday night. They had 
been invited by Governor Tobey to be 
guests aboard the cruisers bringing a 
party of governors and other officials to 
Portsmouth, N. H. From there they 
went to Bretton Woods and thence to 
Mount Washington. The Colonel and 
Mrs. Dunham were in the car directly 
behind “Old Peppersass,” the ancient 
engine which exploded and caused the 
death of one man and injury to sev- 
eral others; buf they were not hurt 





except for a severe shaking up. 
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ATLANTIC LIFE EXPANDING 
Lipscomb Heads Lexington General 
Agency—Other Appointments Made 

at Winston-Salem and Tampa 





In locating its fourth general agency 

Kentucky, the Atlantic Life has 
selected Lexington with Thomas E. 
Lipscomb as general agent. He for- 
merly was supervisor of the Massa- 
chusetts Mutual in Kentucky and later 
was district manager at Palm Beach, 
Fla, for that company. Returning to 
Kentucky, he became district manager 
of the Massachusetts Mutual for central 
Kentucky with Lexington headquarters, 
retaining this post until he joined the 
forces of the Atlantic. He is a native 
of Hopkinsville, Ky. 

The Atlantic Life also announces the 
appointment of two other’ general 
agents: Randall Brooks, Winston-Salem, 
NX. C, and Loren B. Taylor, Tampa, 
Fla. Appointment of Mr. Brooks as 
general agent at Winston-Salem makes 
the organization of North Carolina com- 
plete for the Atlantic Life. He will 
begin immediately to develop that sec- 
ton of the state. He is a native of Rox- 
oro, N. C. From 1922 to 1927 he was 
president and general manager of the 
Brooks-Crumpton Insurance & Realty 
Lompany of Winston-Salem. Mr. Taylor 
was formerly district agent at Tampa 
lor the Atlantic. As general agent, he 
succeeds George B. Davis. 


F. R. Daniels 


F. R. Daniels, assistant branch man- 
‘ger for the Missouri State Life at 
Seattle and one of the most prominent 
members of the fraternity there, has 
deen promoted to branch manager. He 
will assume the post left vacant by 
Harry V. Montgomery, who has been 
Tansierred to the San Francisco office. 
Mr. Daniels joined the agency five years 
40 as an agency special and was as- 
‘stant manager for three years. The 
‘ranch is said to be writiing more than 
a half million a month. 


B. H. Mulvihill 


‘] 

_B. H. Mulvihill has been made agency 
Hanager for western Pennsylvania by 
pee National Life, U. S. A. His _head- 
uarters will be in Pittsburgh. He is a 
endaate engineer from the University 
yd ttsburgh, and has been active in 
. -onautics since the war. He was an 
es in the air service, and was 
__.- i Organizing the National Aero- 
nautic Association. 








MAKES FIELD APPOINTMENTS 


Central Life of Illinois Opens Minne- 
apolis Branch—Names Established 
Agency There 


Several appointments are announced 
by the Central Life of Illinois. The 
Metropolitan National Company of 
Minneapolis is general agent for that 
point. This agency is well established 
in Minneapolis and is headed by a group 
of capable men. 

A branch office which will handle all 
agency matters as well as all premium 
notices and collections for Minnesota, 


North Dakota and Montana has been 
opened in the Metropolitan Bank 
Building at Minneapolis. P. H. An- 


deres, the company’s northwest regional 
director, is in charge. 

The new northern Ohio agency ap- 
pointments are: Mr. John H. Wirries, 
general agent at Toledo, and P. D. 
Gibbons, agency manager for several 
counties of Northern Ohio, with head- 
quarters at Cleveland. 


Missouri State Life 


H. V. Montgomery, formerly manager 
of the Seattle office of the Missouri 
State Life, has been transferred to San 
Francisco, succeeding Stanley Ran- 
dolph as manager, according to Charles 
E. Stumb, agency supervisor. Mr. 
Montgomery will be succeeded at Seat- 
tle by F. R. Daniels, formerly assistant 
manager. 

Mr. Stumb, who supervises the com- 
pany in the states of Washington, Ore- 
gon, Utah, Idaho, Nevada, Arizona and 
California, has been in San Francisco 
for the past two weeks. After spend- 
ing another week in this city he will 
leave for a trip over his territory. 


H. B. Ray 


The Old Line Life appointed H. B. 
Ray to fill the recently created position 
of state supervisor for Detroit.. Mr. 
Ray was formerly with the Equitable 
Life. 


Raymond J. Hartigan 


Raymond J. Hartigan, assistant man- 
ager in the life department of the Chi- 
cago branch of the Continental Assur- 
ance for the past year, has been pro- 
moted to manager of the life department 
in the National Fire and National Cas- 
ualty branch in the Insurance Exchange, 
Chicago. These two companies are run- 
ing mates of the Continental Assur- 




















Completeness— 


(Advertisement 3 of a series) 


With the defensive weapon of the Shield sym- 
bolizing security and protection — with life, 
health and accident policies signifying the ag- 
gressive weapon, Shield Men of the National 
Life and Accident like gladiators of old are ready 
for battle. 


Completeness of equipment is essential in every 
army and National Life and Accident men are 
equipped with all regular forms of policies in- 
cluding paid up at age 65 and premium revers- 
ing at age 65—paid up insurance automatic— 
disability benefits—premium waiver and monthly 
income—double indemnity benefits. All these 
features add to the complete equipment which 
make it worthwhile to wear the Shield button. 


It pays to be a Shield Man! 
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ance. A more intensive development 
of the branch's life department is con- 
templated, it was announced this week 
by Harper Moulton, Chicago super- 
visor for the life company. Mr. Harti- 
gan has had wide experience in life in- 
surance as a broker and has been con- 
nected with the Continental for five 
years. 





R. F. Sims 
The Home Life of Little Rock, Ark., 
has been licensed to operate in Okla- 
homa. R. F. Sims of Oklahoma City 
will be general agent. 





Lawrence E. Archer 


Lawrence E. Archer has been ap- 
pointed agency manager in southern 
Minnesota for the National Life, U. S. 
A. His headquarters will be in Minne- 
apolis. 





Pilot Life Appointments 


The Pilot Life has appointed a new 
general agent, J. H. Pratt, 409 Masonic 
lemple building, Jacksonville, Fla. It 
has also appointed the Bridges & How- 
ard Hones Company, 220-26 Dermon 
building, Memphis, Tenn. 


George L. McQuary 


George L. McQuary, agency special 
for the Missouri State Life at Minne- 
apolis, has been made manager at South 
Bend, Ind., his home town. 





C. Heyburn Jones 


C, Heyburn Jones, who has been con- 
nected with the Philadelphia central 
city branch office of the Travelers for 
the last four years, as a field assistant, 
has been promoted to assistant manager. 





Mr. Jones is a native of Pennsylvania 
and is a graduate of Swarthmore Col- 
lege. In his new duties he will be as- 
sociated with D. W. Donley, manager. 


O. C. Buechly 


O. C. Buechly has been appointed 
general agent in Miami, Fla., for the 
Pilot Life of Greensboro, N. C. His 
headquarters will be in the Dallas Park 
Hotel building. Mr. Buechly is an old 
insurance man, having been in the busi- 
nes in Ohio for eight years before going 
to Miami in 1921. During recent years 
he has represented the Travelers. 


Bankers Life of Iowa 


The Bankers Life of Iowa has 
opened district offices at Red Oak, Ia., 
and placed Francis Peterson, agency 
supervisor, in charge. District offices 
were formerly maintained at Creston, 
I 








a. 
Charles H. Beck, formerly cashier of 
the Hubbard State Bank of Hubbard, 
Ia., has moved to Fort Dodge, Ia., 
where he will be district general agent 
for the Bankers Life. 


Charles P. Howard 


DES MOINES.—Charles P. How- 
ard, a Negro attorney, has been made 


| manager of the Chicago district of the 


National Benefit Life of Washington, 
D. C. Mr. Howard will have offices in 
the South Center building at 47th street 
and South Park avenue. 

Chautauqua county, N. Y., which was 
formerly included in the territory of the 
Buffalo general agency of the Connec- 
ticut Mutual Life, has been transferred 
to the Erie general agency. Walter L. 
Blossom, 902 Palace building, 
general agent. 


Erie, is 
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FULL-TIME PRODUCERS BEST 





Paul Loder of Provident Mutual, Phila- 
delphia, Says That Plan Reduces 
Lapses and Twisting 


PHILADELPHIA, July 25.—Where 
an agency has been built almost entirely 
on the productive efforts of full-time 
agents, the danger of lapsations, twist- 
ing of policies, etc., will be reduced to 
such an extent that it will be very small. 
And it will be smaller still when com- 
pared with the experience of agencies 
depending to a considerable extent on 
brokerage business. That is the opinion 
of Paul Loder, manager of the Phila- 
delphia agency of the Provident Mutual 
Life. His agency has $115,000,000 on its 
books, numbers its policyholders at 
something like 30,000 and collects $4,- 
000,000 in premiums a year. 

Mr. Loder says that 99 percent of 
this $115,000,000 of business was writ- 
ten by full-time men of the agency. 
Last year the percentage of cancellations 
for his agency, exclusive of deaths, 
was only 4% percent and in 1927 it was 
slightly over 5 percent. He also de- 
clares not more than one policy a 
month is lost by his agency as a result 
of twisting. If there are others, he said, 
the twisting is done so skilfully that 
there is no indication of it. 

He contends that a full-time agent 
has a lovalty to his company and will 
fight to keep a policy on the books. A 
broker, he says, lacks this loyalty. Mr. 
Loder cited a recent case in his agency. 
A policyholder of one of his agents had 
two $25,000 policies taken out 11 years 
ago that he wanted to drop and take 
two new policies—or one new policy— 
to replace it. The renewals had expired 
but the agent fought for three days be- 
fore he convinced the policyholder that 
he should keep the $50,000 insurance. 

“He came back to the office,” nar- 
rates Mr. Loder, “and remarked, ‘Well 
I just Jost $900.’ Then he added, ‘But 
it was worth it.’ Would a broker have 
done the same?” 

Mr. Loder believes the life insurance 








business today is much cleaner than it 
was ten years ago. He asserts that de- 
spite the phenomenal growth of the 
business in the past ten years, the per- 
centage of twisting has decreased con- 
siderably although, he added, there is 
still quite a bit of twisting and rebating 
and, in his opinion, always will be. 
However, in his opinion twisting and 
rebating would be cut down consider- 
ably if the companies depended mainly 
on full-time agents for their business. 





Rules Against Life Annuities 


MONTPELIER, VT., July 
Commissioner Robert C. Clark of Ver- 
mont this week issued a ruling for the 
benefit of life insurance companies 
operating or intending to operate in 
Vermont in regard to so-called “life an- 
nuity policy with principal sum payable 
at death.” Commissioner Clark states, 
in brief, that he regards the issuance of 
such policies as a banking matter and 
not insurance, and therefore outside the 
province of an insurance company. 


25.— 





Guests of Morrow 


The employes of the accident, health 
and life disability claim departments of 
the Aetna Life home office were the 
guests of Capital William I. Morrow, 
assistant secretary, at an outing and pic- 
nic supper at the Plymouth Meadow 
Country Club last week. 


Missouri State Life Meeting 


The annual convention of the Quar- 
ter Million Club of the Missouri State 
Life will be held July 26-30, in Yellow- 
stone National Park. Delegates from 
40 states and Hawaii are expected to 
attend the gathering. 

Many club members met in St. Louis 
and departed from the city on a special 
train on Wednesday morning. Others 
will be picked up between St. Louis and 
Cody, Wyo. -Those coming from Ha- 
waii and extreme western states are to 
travel direct to Cody, where buses will 
take them to the park. 





— 
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DISABILITY CLAUSE APPLIES 
In Case of Loss of Hands, Court Says 
Ability to Conduct Business 
Is Not a Factor 





In Berset vs. New York Life, supreme 
court of Minnesota, 220 N. W. 561, the 
plaintiff carried a policy with the de- 
fendant which provided certain pay- 
ments for total disability which pre- 
cluded plaintiff from engaging in any 
occupation whatever for remuneration or 
profit. It further provided that total 
and permanent loss of both hands should 
be considered total and permanent dis- 
ability. 

Plaintiff met with an accident in 
which his hands were crushed. The de- 
fendant paid plaintiff the stipulated sum 
per month over a long period of time 
but finally declined to pay further on the 
ground that plaintiff was not totally dis- 
abled. This contention was based on 
the fact that subsequent to the accident 
plaintiff had engaged in the business of 
getting out timber products. Plaintiff 
contended that under the terms of the 
policy, he was totally disabled and 
brought suit. 


What Higher Court Holds 


The trial court held for the plaintiff. 
On appeal the higher court affirming this 
judgment said. 

“The policy provides that the loss of 
the use of both hands shall be deemed 
a total permanent disability. A person 
may lose both hands and still be able to 
conduct a business for profit. The fact 
that he can and does do so is not the de- 
termining factor under this provision. 
The question here is whether Berset has 
lost the use of his hands. If he has, and 
the loss is total and permanent within 
the meaning of the policy, he is entitled 
to the stipulated payments, although he 





may be able to manage and direg 
business for profit. . . . : 
“If Berset was unable to make ay 
practical use of his hands in doing 4, 
things ordinarily done with hands a 
think the disability should be deems 
total within the meaning of the policy 
Their use is lost when they cannot Der. 
form any substantial part of the fune. 
tions which hands are adapted to per- 
ee a a 
“We think the evidence made ty 
question of whether Berset had gy. 
tained a total and permanent loss of th, 
use of his hands a question for the jury 
and their finding must stand.” 7 


Armenian Leader in Life Field 

General Sebough, one of the foremoy 
citizens of Armenia in this country, has 
become an agent of the ordinary depart 
ment of the Prudential in Detroit. Sine 
going into the life insurance busines 
he has been a consistent producer. Dy. 


ing the turbulent times of the Arme. 
nian nation in recent years, General & 
bough was one of the leaders of i 


army, and since coming to this country 
has been much in demand among th 
Armenian societies as a lecturer 





Bankers National in Chicago 

H. G. Austin, manager of the Chicago 
office of the Bankers National Life 
Jersey City, has built up an agenc 
plant and is now writing an extensive 
business in his territory. Mr. Austir 
is confining his operations entirely | 
the metropolitan district of Chicago 





Picnic Made Annual Affair 

Indiana district managers and other 
representatives of the Life of Virginia 
will hold a state picnic every year from 
now on. Their first one was held at 
Terre Haute recently and was sucha 
success that it was decided to make the 
stunt an annual affair. 
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MAY BE NEW COMMISSIONER 


Palmer, Nebraska General Agent, 
Pushed by Insurance Men for Ap- 
pointment by Governor 


LINCOLN, NEB., July 25.—<A dele- 
gation of leading insurance men called 
upon Governor Weaver Monday and 
urged that he name some qualified man, 
preferably M. L. Palmer of Lincoln, to 
take the position of commissioner. J. 
L. Kizer, formerly connected with the 
bureau of securities has been temporar- 
ily in charge since February, when the 
governor’s appointee, C. B. Anderson, 
resigned after a month’s service. 

Being a temporary appointee Mr. Ki- 
zer has been content to attend to rou- 
tine duties, and has not sought to for- 
mulate new policies which the insurance 
interests deem important for that office 
to pursue. 

In the delegation were Howard S. 
Wilson, president of the Bankers Life 
of Lincoln; H. H. Loughbridge, special 
agent at Lincoln for the Equitable Life 
of Iowa; A. R. Edmisten, general agent 
at Lincoln of the Union Central Life; 


Gurdon W. Noble, general agent at 
Omaha of the New England Mutual 
Life; H. O. Wilhelm of Omaha and 


Frank T. B. Martin of Omaha, presi- 
dent of the Insurance Federation of 
America. 

Mr. Palmer, who has been a general 
agent for 25 years, for a time with the 
Aetna Life and at present representing 
the National Life of Vermont at Lin- 
coln, is not a candidate, and hitherto has 
refused to allow his name to be used. 
It is understood that he is willing to 


, Moines, which has its home office in © 





take up the burden if nobody else cas 
be found who is acceptable to the gov- 
ernor, and his appointment may follow 
later in the week. He is a man of cour- 
age, with thorough knowledge of the in- 
surance business, and has been active 
in insurance legislation, having begun 
with the big fight he won, with others, 
in 1913, to secure adoption of the pres 
ent insurance code. 





BUILDING IOWA SALES FORCE 





Mutual Old Line Life Is Now Orga 
izing Its Home State Along Pro- 
ductions Lines 





De 
he 


The Mutual Old Line Life of 


Crocker building, is building its age® 
force in Iowa but will gradually extes 


its business to other states. Presidest 
D. E. Aldridge was in the banks 
field in Des Moines for over 19 yea 


He was formerly manager of the De 
Moines agency of the Lincoln Nation 
Life. Prior to the organization of ™ 
Mutual Old Line he was general age™ 
at Des Moines for the Provident -* 
& ‘Accident. He is looking after ™ 
agency department. M. E. Bracke 
the vice-president, is secretary of M . 
Brackett & Son of Des Moines. Wa 
E. Hall, the secretary, is secretaty © 
the Corn Belt Land & Loan Co. of De 
Moines. Fred A. Herman, the tt 
urer, is treasurer of the American 4 
rolithic Corporation of Des Moines. The 
other directors are G. E. Laubach, pr 
prietor of the Central Asbestos, (0™ 
pany, J. S. Geren of the Iowa Licens* 
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= 
Vibrolithic Pavement, Charles W. Dau, 
treasurer of the Carpenter Paper Com- 
L. Groesbeck, vice-president 
er counsel, is attorney and secretary 
oj the Peoples Abstract Company. Dr. 

£, Foulk is medical director and 

Dr. Carl H. Carryer is assistant medical 
director. 1 he company will do business 
direct by mail as well as through agents. 
The company, however, will not do busi- 
ness by mail in territory where it has 
aw + 
~*~ chief policies are described by 
the company as follows: 

Model Special Half Rate Policy—This 
is a low cost, whole life policy, with a 
oremium the first ten years which is 
one-half of the rate for the eleventh and 
later yeag’s It has cash and loan, paid 
yp insurance, and extended insurance 
values beginning the third year, except 
early ages, when they begin 


ny. 


at the very 

n four to six years. 

Ordinary Life Policy—The ordinary 
life policy is a whole life policy with 


premiums which will never increase. The 
premiums are payable during life and 
the face of the policy payable at death 
of the insured. Guaranteed cash and 
an, paid up insurance and extended 
insurance values begin the third year. 

Twenty Payment Life Policy—The 
twenty payment life policy is a whole 
life policy with premiums which will 
never increase, but which will pay the 
policy up in full in twenty years. Guar- 
anteed cash and loan, paid up insurance 
and extended insurance values begin the 
third year. 

Endowment at Age 65 Policy, with 
Life Income Available to the Insured 
at 65—On this policy the face amount 
of the policy is paid to the insured, if 
living, at age 65, but in case of death 
of the insured before that time, the face 
of the policy is paid to the beneficiary. 
This policy has cash and loan, paid up 
insurance and extended insurance values 
beginning the second year. This policy 
also provides for a life income to the 
insured after age 65, if desired, instead 
of the lump sum. 


Leases New Office 


The Sun Life of Canada has leased 

the south half of the fifth floor of the 
Midland building, Thirteenth street and 
faltimore avenue, Kansas City, Mo., 
for a divisional office. The manager of 
the office has not yet been announced. 
Sun Life agents in Kansas City at the 
present time are McTernan-Haner Com- 
pany and Ely & Mann. The Sun has 
not yet been licensed in Kansas. 


Davis Virtually Acquitted 


The Nebraska supreme court has 
virtually acquitted Len J. Davis, a well 
known figure in banking and life insur- 
ance circles, of the charge a Fillmore 
county court convicted him, that of 
embezzement as executive of a bank at 
Geneva. The transaction complained of 
was the reimbursement of an estate of 
which Mr. Davis was executor out of 
the funds of the bank, for a loss sus- 
tained in a previous exchange of securi- 
ties. 

The court held that as criminal in- 
tent is the vital essence of an offense, 
the trial judge erred in not permitting 
Mr. Davis to show that what he did was 
with the approval of the directors and 
on the advice of the bank’s attorney. It 
says that if this were true, the act was 
that of the corporation, and the testi- 
mony might well show that the bank 
suffered no loss by reason of the series 
ot transactions. Mr. Davis is now 
agency manager at Hastings for the 
Security Mutual of Nebraska, one of its 
largest producers. 


New World Life Prospers 


New business written by the New 
World Life of Spokane during the first 
ix months of 1929, as compared with 
the corresponding period last year 
Showed an increase of $400,000, according 
‘o the semi-annual report of John J. 
Cadigan, president. Business issued dur- 
ing the first six months of this year 
totalled $3,823,356. Death claims paid 
amounted to $143,170 for the same 
Period. The report showed a total in- 
surance in force amounting to $48,124,- 
02.32, a gain of $1,328,353 since Jan. 1. 
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CUMMINGS OPENS BUILDING 


Kansas City Life General Agency Has 


KANSAS CITY, MO., July 25.—The 
O. Sam Cumming’s agency of Texas, 


Dallas 
structure in the heart of Dallas has been 
remodeled into a model agency office, it 
was announced here. 

Officials 
will attend the meeting are J. F. Barr, 
vice-president 
dent; Dr. H. A. 
tor, and C. N. Sears, secretary, and W. 
Bixby, assistant secretary, who will | he 
go by plane. 

Every 
tion has 
business 
vited by 
opening. 


Model Office in 





July 29. The three-story 


from the home office who 


sponse to 


and agency superinten- 
Baker, medical direc- 


was 


such 


agent in Texas whose produc- | ¢he stomach. 
equalled or excelled $25,000 of 

issued this year has been in- 

Mr. Cummings to attend the | company could 


EVASIVE ANSWER ACCEPTED 


The necessity of getting direct and 
explicit answers to questions in an ap- 


operations which he had had since child- 
hood, giving the nature of the infection, 
accidents or injuries, the date, duration, 
name of medical attendant, etc. 
questions the 
answered that he had never had a doctor 
during his life. 
had consulted a physician and submitted 
to x-ray examination, following which 
advised 
opinion he was suffering from ulcers of 


The court held that hav- 


The 


that 


ing acepted such evasive and unrespon- 
sive answers and issued its policy, the 
complain that it 
‘had not received information to which 


not 











named the beneficiary. 





successors to the Orville Thorpe agency plication for life insurance is empha- appointed and qualified as administrator 

and the largest agency of the Kansas sized in the case of Fisher vs. Missouri of her estate. He demanded 

City Life, having 95 million of life in- ' State Life, 121 Southern 799, decided | of the policy on the ground 

surance in force, will hold the official | by the supreme court of Florida. The| beneficiary had forfeited his 

opening of its new home office building insured was requested in his applica- therein by reason of the wulful murder 
tion to detail all illness, diseases and | of his wife. The 


paid the proceeds of the policy 
In re-| court, and prayed that 
insured | termine the respective rights 


fact was that he 
titled thereto. 
and set up his 


claim. Charles 


in the doctor's 
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it was entitled. Many people would ha 
understanding how the 

court could hold such an answer merely 

evasive instead of explicitly false. 


QUESTION OF WHERE THE 
ia PROCEEDS ARE TO GO 
Florida Supreme Court Rules Company - 
Is Bound Because of Failure to 
Dallas Elicit Truth 


| which her husband, Charles Krisch, was 
On May 4, 1928, 
she was murdered by her husband and 
some time later the plaintiff was duly 


Ethel Krisch, deceased, held a policy 
| of insurance with the Southern Life in 


insurance company 
instituted an interpleader’s suit making 
the appellant and Charles Krisch parties, 


the court de- 


parties therein and decree the proceeds 
of the policy to the party rightfully en- 
The appellant answered 


filed a disclaimor of any interest in the 
fund and consented that the same be paid 
to appellant as administrator. Thereupon 
the court on its own motion ordered that 
Kathryn Krisch, minor child of the de- 
cedent be made a party to the action 
which was done and a guardian ad litem 
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A directory of responsible financial institutions that are especially equipped to co-operate with 
life underwriters in creating life insurance trusts, and in handling other estate problems. 
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LIFE INSURANCE and 
TRUST SERVICE 


now go hand in hand. Men of affairs demand 
both. Life Insurance creates the estate. Our 
Protected Life Insurance Trust safeguards it. 


A Special Reserve Fund of $2,000,000 protects 
principal and income against loss. 


CHICAGO TITLE & TRUST COMPANY 
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CHARTERED 1822 


THE FARMERS’ LOAN 
AND TRUST COMPANY 
NEW YORK 


Brings to the duties of Administrator, Exee- 
uter, Trustee, Guardian and Custodian 
the experience of more than a century. 
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appointed. The guardian ad litem filed 
an answer claiming the fund and the 
court sustained this claim and a decree 
was entered accordingly and the admin- 
istrator’s right to the fund was denied. 
The administrator appealed. 

Held, reversed. When the beneficiary 
in a policy of life insurance unlawfully 
kills the insured, public policy prohibits 
a recovery by him and the amount of 
the insurance automatically becomes an 
asset of the deceased estate to be re- 
covered by the administrator for the 
payment of debts and distribution to the 
heirs. The minor here was neither a 
necessary or a proper party. The pro- 
bate court coyld protect the interest of 
the minor in the fund by requiring the 
administrator to account therefor. Cooper 
vs. Krisch, supreme court of Arkansas. 


Will Appoint New Agencies 


Ted M. Simmons, 
States agencies of the Pan-American 
Life, left New Orleans on July 20 for 
the purpose of establishing new agencies 
in various sections of Tennessee, North 
Carolina and West Virginia. 


manager United 


Lamar Life’s Figures 


The July 1 statement of the Lamar 
Life of Jackson, Miss., shows assets 
$7,550,700, capital $300,000, net surplus 
$300,000, new business for six months, 
$7,694,135, insurance in force $67,005,149, 
gain 40 percent greater than for the 
same period of 1928. 


Aids S. R. Whitten, Jr. 
IH. G. Hoffman of the H. T. G. Hoff- 


man Insurance Service of Mt. Sterling, 
Ky., is aiding S. R. Whitten, Jr., in or- 
ganizing a general agency in Jackson, 
Miss. Mr. Whitten was recently ap- 
pointed manager of the southern agency 
of the Home Life of New York. 


Mersfelder Agency Meets 
The L. C. Mersfelder Agency, agents 
for the Kansas City Life in Oklahoma, 
is holding an educational and recrea- 
tional meeting this week at Lake Law- 
tonka near Fort Sill, Okla. Forty-six 
representatives of the agency are at- 
tending. Walter Cluff, educational di- 


rector, is conducting the educational 
sales meeting. Dallas Alderman, agency 
secretary, and O. Sam Cummings, state 
manager of Texas, will attend. Mr. 
Mersfelder is president of the Okla- 
homa State Underwriters Association. 


Sam R. Hay, Jr., Now Supervisor 


Sam R. Hay, Jr., for the last two 
years connected with the Seaboard Life 
of Houston at Beaumont, Tex., as dis- 
trict manager, has accepted the position 
of supervisor of agencies of the San 
Jacinto Life of Beaumont. His offices 
will be at the home office of the San 
Jacinto Life. Duties will include per- 
sonal work with the company, general 
supervision of field work and training 
of men. 


Dunaway Holds Agency Meeting 


Pearce H. Young and Frank Everett, 
assistant secretaries of the Missouri 
State Life, represented the home office 
at the annual meeting of the J. D. Dun- 
away general agency, held at Heber 
Springs, Ark. 

The Dunaway 
Missouri State's 
whose annual production 
amount by a wide margin. The first 
half of 1929 Mr. Dunaway reported 
$985,000 of written business, an increase 
of $232,000 over the same period in 1928. 


agency is one of the 
million-dollar agencies, 
exceeds this 


Lamar Life Radio Station 


Announcement has been made that 
the Lamar Life radio broadcasting sta- 


tion will be in operation on Oct. 1, at 
Jackson, Miss., following recent ap- 
proval by the board of directors. ‘The 


transmitting station, to be completed 8 
miles from Jackson, Miss., will cost 
$50,000. The studio will be in the Home 
Office building. 


Propose Tax Increase 


A bill has been introduced in the 
Georgia house of representatives pro- 
posing an increase in the premium tax 
on insurance companies to 2% percent 
from the present tax of 1% percent. 
The measure is known as house bill 
No. 525 and has been referred to the 





ways and means committee. 
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ORGANIZATION QUICKLY DONE 


New Washington Life of Seattle was 





Put in the Running in Short 
Time 
SEATTLE, July 25.—They do things 


quickly in the northwest. On July 11 
a meeting was held in Seattle to organ- 
ize a new life company to be called the 
Washington Life with a capital of $500,- 
000 and surplus of a like amount. §$ 
000 was subscribed at the first meeting, 
although no stockhelder was allowed to 


take more than $25,000, and virtually 
the entire amount was in a few days 
later. The moving spirit was Raymond 
R. Frazier, president of the Washing- 
ton Savings Bank, an institution with 
$52,000,000 of deposits. The new com- 
pany proposes to operate in the Pacific 


northwest and on the Pacific coast and 
also will later extend eastward. 
stock was sold at $205 per share, par 
$100, the $5 per share to pay cost of 
promotion, printing, etc. No commis- 
sions or salaries were paid in the pro- 
motion of the company. 

Judge Donworth was elected chair- 
man of the board of the new company. 
R. R. Frazier becomes president. T. 
A. Davies, president of the Alaska 
Lighterage & Commercial Co., is exec- 
utive vice-president; Casper W. Clarke, 
first vice-president of the People’s Bank 
& Trust .Co., is secretary and D. 
Schmitz, president of the Pacific Na- 
tional Company, is treasurer. 





$500,- | 


The | 





NORTHERN LIFE AGENTS MEET 


Pass $15,000,000 Mark in 1929 Produc- 
tion—Over 100 Members of 
Tower Club Present 


SEATTLE, WASH., 
cident with the annual convention of 
the Tower Club, the name given the 
company’s producers of $100,000 or 
more, President D. B. Morgan of the 
Northern Life, announced that a mark 
of $15,000,000 of new business for the 
period Jan. 1 to July 16 set early in the 
year, has been passed. Indications are 


July 25.—Coin- 


| that the grand total for the period will 


approach or go beyond $16,000,000. 


This increase has been made with a 
field personnel but slightly increased 
over 1928. During June the company 


accepted $4,000,000 in policies. 


Geo to Victoria, B. C. 


The convention got under way with 
a reception, luncheon, managers’ meet- 
ing and inspection of the Northern Life 
Tower. Delegates to the convention 
came from all over the west and Alaska, 
The second day was spent in shop talks, 
discussions, addresses by company of- 
ficials including district managers and 
men in the field. De Loss Walker was 
the principal speaker at a luncheon. 

The third day was memorable for a 
field day meet and all company picnic 
at Fortuna Park, the home offices being 
closed so that all employees could at- 
tend. At the close of the meeting mem- 
bers of the Tower club with company 





steamer for 
of golf 


executives departed on a 
Victoria, B. C., where two days 
and sightseeing were enjoyed. 

The Tower Club now numbers more 
than 100 the largest in its history. The 
Northern Life has 27 branch offices in 
cight western states. 


Honor Charles B. De Mille 


In appreciation of Charles B. De Mille, 
Seattle general agent, who this month 
observes the 13th anniversary of his in- 
surance business in one location, the 
Title & Trust building, members of his 
agency are putting forth their best ef- 
forts to increase their volume. The 
campaign will last the entire month, 


First National Ready Soon 


The First National Life of Denver, 
which was incorporated in August of 
last year, has completed its organiza- 
tion, but has not yet received its license. 
It is expected that it will be ready to 
start writing ‘business in a very short 


time. Charles G. Pfab is president; 
Roscoe S. Evans, secretary-treasurer; 
Dr. J. P. Markley, medical director. 


The directors, in addition to the officers, 
include J. W. Springer, president of the 
Continental Trust Company; I. C. 
Buterbaugh, Crook, Colo.; A. S. Ander- 
son, Denver contractor, and Francis J. 
Knauss, attorney. The company, which 
has had temporary offices in the Boston 
building at Denver, recently purchased 
the Continental Trust building in that 
city and will have its home office in 
that building. 


Hawley Given Recognition 





John Vernon Hawley, who has been 





elected a vice-president of the Wes». 
States Life, started as a clerk ay , 
head office in August, 1911. He he 
a number of positions, including 4, 


cashiership in the Portland branch of 
and in the home office. Then he becay, 
agency director of the Seattle distr; 
He was elected assistant secretary, Jyp, 
11, 1918, and on Sept. 10 of that ‘vex 
was made secretary and treasurer, "He 
will now have the title of vice-presidey; 
secretary and treasurer. 


Move Oakland Offices 
Oakland offices of the Columbian \). 


tional Life have ‘been moved to tly 
Financial Center building, according ; 
Eugene W. MclIntire, general agent, 


Fourteen $500,000 or Better 


The western Washington departmen: 
of the Sun Life of Canada with office 
in Seattle, reports that it has 14 pro. 
ducers of between $100,000 and $500,009, 
In order of the largest volume they are: 
R. D. Deacon, C. P. Boyce, F. R. Ap. 
derson, C. W. Greening, W. B. Hamil. 
ton, J. K. Yasutake, Mrs. E. Y. Phillip; 
Louis Christensen, J. S. Castlemess, Ear 
Blaaud, S. E. Dahl, J. H. McLeod, J, | 
Buck, H. Y. Mihazaki. 


Best Month in Two Years 


James F. Branigan, Seattle, Wash, 
manager for the Pacific Mutual Life, 
reports paid for business in May larger 
than any single month in the past two 
years for his office. 


Admitted to Idaho 
The Pacific National Life, Salt Lake 
City, has been admitted to do busines 
in Idaho. 
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TRACK WORKMAN IS KILLED 


Distinction Made in Term “Common 
Carrier”"—Appeals Suit Twice to 
Nebraska Supreme Court 


The question of whether a street rail- 
way company is a common carrier is the 
main issue involved in the case of Esther 
B. Long vs. North American Accident, 
now pending in the Nebraska supreme 
court on motion for rehearing, which 
may establish an important precedent 
on that point. The case has been be- 
fore the Nebraska supreme court twice, 
resulting in conflicting opinions. On 
the first appeal the company was sus- 
tained and when it went to the higher 


court the second time the court com- 
mission, which decided the case, vir- 
tually overruled the former opinion of 


the main court. 

The suit was brought on a policy is- 
sued to John S. Long, employed by the 
Omaha Street Railway Company as a 
trackman. He was struck and killed 
by an automobile while at work on the 
street railway tracks in the business sec- 
tion of Omaha. The policy contained 
a provision that it did not cover em- 





ployes of a common carrier while on 
duty, except office employes. The su- 
preme court in its first opinion held 


that this clause exempted the company , 
from liability and that in order to estab- 
lish liability it must be shown that the 
accident was one which was not in- 
herent to the employment. The court 
held that a street railroad trackman by | 
his occupation was placed in a position | 
of danger not only from street cars but 
also from automobiles or other vehicles 
having the common use of the street. 

The opinion handed down on the sec- 
ond appeal cites many cases which it | 
claims make a distinction between a 
“common carrier” and a “common car- 
rier of passengers,” and on this basis 
holds that a street railway is not a 
“common carrier’ under the policy 
wording and that the exemption, there- 
fore, does not apply. It is this decision 


which the company seeks to have set 


aside on rehearing. 


Grant Went By Airplane 


KANSAS CITY, MO., July 24—W. T 
Grant, president of the Business Men’ 
Assurance, went by plane from Kansas 


City to Minneapolis to attend a sectiona 
meeting July 24. The meeting consisted 
of northern Wisconsin, North and South 


Dakota, and Minnesota representatives 


North American’s Eastern Convention 


The North American Accident wW 
hold its eastern division agency conven- 
tion at Conneaut Lake, Pa., Sept. 20-2 
It will take in the agents of the com- 








Insurance Men 


should read the National 
Underwriter, regularly— 
Sign now! 
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= 
pany in Michigan, Ohio, Pennsylvania, 
yew York and the east coast. Five 
officials of the company from the home 
ofice in Chicago will be in attendance. 


george Manzelmann, agency director, 
gho will have charge of the meeting, 
5 now arranging the program. 


National L. & A. Promotions 


F. H. Walker of Atlanta No. 1, BD. F. 
tong of Indianapolis No. 2, M. L. 
powney of Beaumont, Tex., W. 
of Topeka, Kan., and W. V. Eubanks of 
tos Angeles No. 2 have been promoted 
to superintendents by the National Life 
& Accident in their respective districts. 


Heyard Made Michigan Supervisor 


Stanley Heyard has been appointed 
Michigan supervisor of the North Amer- 
can Accident, covering the western sec- 
tion of the state with exception of De- 
troit Mr. Heyard has recently been 
connected with the Republic Casualty & 
surety of Chicago and prior to his asso- 
ciation with that company was for many 





the home office of the North 


Accident. 


years at 
American 


Moore Goes to Louisville 


Harold Moore of Springfield, Ky., who 
represented the Kentucky Central Life 
& Accident in that city for several 
years, has been promoted to field super- 
intendent of the west Louisville district 
and will make his home in Louisville. 





Carried Heavy Insurance 


KANSAS CITY, MO., July 25.—A. §& 
3ird, president of Piggly Wiggly Stores, 
when he left Monday, July 22, for Cali- 
fornia carried $500,000 of accident insur- 
ance to cover the trip. The policy was 
written by Joe McGee, of Thos. McGee, & 
Sons, on Saturday. 


Life Accident Notes 


D. C. Parks of Columbus, O., has been 
promoted to field superintendent in that 
district by the Washington Fidelity Na- 
tional. 





NEWS OF THE FRATERNALS hi 











WOODMEN OF WORLD MEET | offered his resignation, and received full 


vindication at their hands. 


Big Fraternal Decides to Get Down to 
Business and Forget the 
Past Issues 


SEATTLE, July 25.—The big con- 
yention of the Woodmen of the World 
held here for 10 days, was in the nature 
of a love-feast and an enthusiasm meet- 
ing in which the big fraternal got back 
to first principles and also backed up 
the administration of Sovereign Com- 
mander W. A. Fraser, who had been un- 
der fire in an attack led by Messrs. 
Price, Donovan and others who were 
seeking to have the Fraser regime de- 
throned. Mr. Fraser offered his resig- 
nation which was not accepted and the 
order got down to business for a ten 
days’ session. The Woodmen the 
largest fraternal order financially, 
though not numerically, and has $138,- 
000,000 of assets with $591,594,648 in 
force. Last year it wrote $59,272,848. 


is 


The decrease in insurance in force for 
the year was $14,000,000. The Wood- 
men paid $8,217,604 in claims in 1928 


and since organization $184,959,820, The 
cost of management per $1,000 of in- 
was $1.11. 

The action at Seattle exemplifies the 
return to the old fraternal principles 
trom which some orders have shown a 
tendency to break away. 

Globe Life Project 


surance 


The Globe Life organization, a $2,000,- 
000 stock company owned largely by 
the Woodmen, and designed to give the 
lraternal representatives an opportunity 
lor increased compensation through 
Writing commercial insurance at regular 
commissions, was given up. The Globe 
lusiness was sold to the Lincoln Na- 
tonal and the capital stock returned in- 
tact to the subscribers. No salaries 
were drawn by Globe Life officials. The 
Woodn en feels very much aggrieved at 
the treatment it has received from the 
courts of Nebraska, its home state, and 
the head office may be removed from 
that state. One of the court decisions 
was that the Globe Life plan should be 
given up and the cash and bonds re- 
stored to the fraternal order. Another 
stit now on appeal in the supreme court 
seeks to set aside the sale of the W. O. 
W. building for $1,600,000, whereas it 
Was claimed its real value was $2,600,- 
900. The same claimants brought suit 
to have the order enjoined from issuing 
Up-to-date policy contracts, which it 
Started to issue on Jan. 1 of this year. 

Objected to Tactics Pursued 


. Sovereign Commander Fraser ob- 
Jected to the publicity given and the 
animus shown in these attacks, put his 


“as¢ squarely before the members, 





The Globe Life was the outgrowth of 
an attempt by Commander Fraser to 
work out some of the problems of fra- 
ternal insurance resulting from chang- 
ing conditions in the fraternal field. It 
was to be a participating company with 
a guaranteed capital stock owned by the 
Woodmen of the World membership. 


The new company would occupy the 
same home office building and share 
branch offices with the society. The 


field men would be given the privilege 
of selling the new insurance to men who 


| did not care to affiliate with the frater- 


| that a fraternal could 








nal organization or who desired policies 
not issue. This 
would increase the income of the field 
men and keep them more contented. 
The profits were to go to the Wood- 
men of the World as an organization or 
to the individual members who had pur- 
chased stock. 


Will Write at Higher Rates 


The Woodmen will now proceed to 
develop its plans along regular fraternal 
lines similar to those adopted recently in 
the National Fraternal Congress, some 
of which were instigated by Mr. Fraser. 
On Jan. 1 of this year the Woodmen 
began issuing ordinary life, 20-pay, 15- 
pay, paid-up at 70 and 20-year endow- 
ment option contracts, providing for 
paid up and extended insurance with 
cash and loan values, and with double 
indemnity and with or without disabil- 
itv benefits. 

When the society changed its rates in 
1919 liens were provided for and this 
method proved unsatisfactory. A large 
force of men was put into the field to 
change these over by issuing new cer- 
tificates and applying accumulated re- 
serves to the reduction of liens. So far 
$5,000 members and 55 millions of busi- 
ness have been transferred with the 
prospect of over 90 percent being trans- 
ferred before the campaign is over. As 
the average policy of the Woodmen is 
only a little in excess of $1,000 a cam- 
paign is under way to increase the aver- 
age amount per member. The signifi- 
cance of the Seattle meeting of the 
Woodmen is that the fraternal system, 
brought up to date to meet changing 
conditions, will be adhered to and that 
the possibilities of fraternal insurance as 
such will be developed to the full. 


WOODMEN OF THE WORLD 
BUILDING SALE CONTESTED 


LINCOLN, NEB., July 25.—W. B. 
Price is suing for himself and other 
members of the Woodmen of the World 
in a brief filed with the supreme court 
which contests the recent sale of the 
Woodmen of the World’s headquarters 
building in Omaha by Commander Fra- 
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“THE APPEAL OF VALUE KNOWS NO 


BOUNDARY, AND 


QUALITY SPEAKS A 


UNIVERSAL TONGUE.” 


NEW ENGLAND MUTUAL LIFE INSURANCE CO. 
BOSTON, MASS. 


Chartered 1835 


Organized 1843 


mmm eee 














‘‘In This Way We Measure”’ 


LIFE INSURANCE COMPANY may well measure its success by 
the good it performs rather than by great size. Through eighty-six 
years THe Murtuat Lire Insurance Company or New York, the “first 
American Company,” has measured its success by the scope, manner and 


degree of its service. In such a 
broadens. 
Issuance of contracts of all 


income settlement provisions, Dis 


way it is measuring now as its service 


standard forms, substantial dividends, 
ability and Double Indemnity Benefits, 


and prompt payments and practices for convenience of members are 


embraced in its present service. 


It welcomes as field representatives those who know that success is 


according to the natural law of 


compensation—that the best comes to 


those who give out the best of themselves. 


The Mutual Life 


of N 
34 Nassau Street 


DAVID F. HOUSTON 
President 


Insurance Company 


ew York 
New York, N. Y. 
GEORGE K. SARGENT 


2nd Vice-President 
and Manager of Agencies 

















Active Markets in 


Insuran 


Bank 






ce Stocks 
Stocks 


Miller Investment Company 


120 So. La Salle St., Chicago 


Telephone 


Franklin 7888 

















ARE YOU AWAKE TO OPPORTUNITY 


Life Insurance Men of Vi 


sion Know That the Greatest 


Opportunity 
Is with the Company That Is 


NOT TOO LARGE 
NOT TOO SMALL 


NOT TOO OLD 
NOT TOO YOUNG 


The Solid Growing Company Officered by Men Who Are Agency Minded 





WE HAVE THE TOOLS 


—_—— 


Participating and Non-Participating Polic 
Disability and 


jes—Men and Women on Equal Terms—Total 
Double Indemnity 


Circularization Aids—Supervisor’s Help—Direct Contracts, Human Relations, Liberal 
Contracts and Special Producer’s Clubs 


If You Are Ready 


for a General Agency There Is Desirable T 
1IOWA—NEBRASKA—MINNESOTA—AND SOUTH DAKO 


I Open in 
A 


THE OLD LINE 


CEDAR RAPIDS LIFE 


INSURANCE COMPANY 


G. Sigmund—Vice-Pres. & Agency Director 
CEDAR RAPIDS, IOWA 


Ja 
COL. C. B. ROBBINS, Pres. 


Cc. B. SVOBODA, Secy. 
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General Agents and Managers 
Wanted in Illinois by the 


CALUMET NATIONAL LIFE 


9th Floor Insurance Exchange, Chicago 


Capital, $500,000 Surplus, $500,000 
Contingent Reserve, $500,000 


ROBERT H. BEARD, 
Vice-Pres. and Genl. M gr 


E. D. SEIP, 
President 








PERSONAL INTEREST— 


There is a bond of sympathetic interest between this Company and its 
Field Men which is forging both ahead. Maybe you could reach a higher 
goal in this atmosphere? 

Possibly your section is open. 
information. 


A. L. Key, President J. M. Mitchell, Agency Manager 


THE VOLUNTEER STATE LIFE INSURANCE COMPANY 


Cattensage, Tennessee 
Faithfull ly Serving tne Insurers Since 1903 
Operating in Alabama, Arkonsas, Fl. , Georgia, Lowisiana, Mississippi 
North Carolina, Oklahoma, South Carolina, Tennessee, Texas and Virginia. 


A letter, in confidence, will secure this 


DNU 














HOME OFFICE EXECUTIVES 


Please write us about your investment 
problems in Southern California. 


We invite investigation— and are in a position 
to represent Eastern and Middle Western Life Insurance 
Companies—on First Mortgage Investments. 


INDEMNITY MORTGAGE 
INSURANCE COMPANY 


Under State Supervision 
LOS ANGELES, CALIFORNIA 

















GLOBE LIFE INSURANCE CO. OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ WM. j. ALEXANDER 
President Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


INCORPORATED 1895 T. F. BARRY, Founder 

















How far will your car go 
on two dollars worth of gas? 


the gas you get for $2.00 a year 

from the A & H Review. It will 

give you the power to go over the 

$2 bill. top on Accident & Health insur- 
But you can’t begin to exhaust ance, 


THE A & H REVIEW 


Judging from past performance 
you can just about tell how much 
mileage you can expect out of a 























ser. He parallels the situation with that 
of using the funds of the Woodmen to 
finance the Globe Life. Mr. Price claims 
that the transaction, which involves a 
99-year lease, an eight-year lease and 
the sale of the fee title, are all beyond 
the power of the officers and the exec- 
utive council to make and he asks that 
all these be cancelled and annulled and 
the property given back to the fraternal. 


TWO FRATERNALS MERGING 
Equitable Fraternal Union and the Fra- 
ternal Reserve Are Joining Under 
One Management 








NEENAH, WIS., July 25. — The 
merger of the Equitable Fraternal 
Union and the Fraternal Reserve Asso- 
ciation into one body has been ap- 
proved, following a meeting of the su- 
preme trustees of the E. F. U. at 
Neenah and, at the same time, of the 
F. R. A. in Oshkosh. Under the terms 
the name of the Equitable Fraternal 
Union will be retained for the time 
being, as will the home offices of the 
two societies at Neenah and Oshkosh, 
respectively. The merger now needs 
only the final approval of the insurance 
commissioner. 

Policies totaling $50,000,000 are in ef- 
fect by the merger. Annual receipts 
total $1,750,000. The merger contract 
includes the following officers, who au- 
tomatically assumed office: President, 
J. C. Karel, Milwaukee; chairman of 
board of trustees, C. M. Robinson, Osh- 
kosh; vice-presidents, Norton J. Wil- 
liams, Neenah; Judge A. H. Goss, 
Oshkosh; Orrin Thompson, Neenah; sec- 
retary, G. A. Comstock, Oshkosh; war- 
den, F. Haight, Lansing, Mich.; audi- 
tor, W. G. Brown, Neenah; medical 
directors, Dr.G. H. Williamson, Neenah, 
and Dr. A. M. Cunningham, Janesville; 
general attorney, Benjamin Poss, Mil- 
waukee; editor, D. W. Dunham, Neenah. 





Oppose Rate Increase 


Statewide opposition to an increase in 
insurance rates by the Modern Woodmen 
of America was started in Des Moines 
at a meeting of representatives of camps 
of several cities in the office of Charles 
W. Lyon, who was counsel for protesting 
members in the rate fight of 1912. 

A temporary organization was formed 
to lead the fight against the increased 
rates and Mr. Lyon was retained to bring 
court action for an injunction agaimst 
collection of the new rates and to re- 
strain the head officers from using the 
funds of the society to establish the new 
rates. 

A letter was sent to all Iowa Modern 
Woodmen camps advising them to refuse 
to abide by the new rate schedule. 





Fraternal Decision Given 


Held that where the application for 
a mutual benefit certificate is filled out 
by an agent of the society, notice to 
the agent of facts material to the risk 
is notice to the insurer, and the latter 
is not permitted to insist that state- 
ments in the application are warranties, 
the falsity of which forfeits the policy, 
where the statements are those of the 
agent, put in by him in lieu of the facts 





175 W. Jackson Blvd. CHICAGO disclosed to him by insured; and such 
action of the agent is waiver of the 

—— right to declare a forfeiture because the 

COLORADO——— ILLINOIS———— INDIANA IOWA KANSAS————-KENTUCKY. MICHIGAN MINNESOTA ——MISSOURI 


© —ARKANSAS—CALIFORNIA— 











“‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 


AGENCY MANAGERS FOR 
PENNSYLVANIA, OHIO, WEST VIRGINIA, ILLINOIS, INDIANA, COLORADO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


134 North La Salle Street, Chicago 


0. W. JOHNSON, President 


VNIIOUVD HLYON 


S. W. GOSS, Vice-President 





HIO———-OREGON——-— PENNSYLVANIA———- TENNESSEE———- VIRGINIA——— WASHINGTON———-WEST VIRGINIA—— NEBRASKA 





statements are false. Guter vs. Security 
Benefit Assn., Sup. Ct. IIL, Dec., 1929. 





Asks for Investigation 


BUFFALA, July 25.—A statewide jp. 
vestigation of fraternal insurance, egpe. 


cially that in which Polish residents 
are the principal participants, is being 
sought by James F. Rozan, Buffaly 


attorney. Mr. Rozan has asked Ham). 
ton Ward, attorney-general for the state 


of New York, to conduct such an jp. 
quiry, declaring there have been re. 
peated instances in Buffalo in which 


beneficiaries have been refused the fy)) 
amount of death claims authorized by 
fraternal insurance policies. 








NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. nting the “Unique Manual 
Digest.”” pul annually in May at $4.00 and the 
“Little Gem™ nes Lehed annually in April at $2.0, 























NEW MONTHLY INCOME FORM 





State Mutual Issues Three Series of 
Contracts Distinguished by High 
Accumulations 





New “insurance with income” contract 
issued by the State Mutual on a plan 
similar to policies issued by some other 
companies, shows unusually high accum- 
ulations due to the mutual feature. The 
contract is issued in three series, matur- 
ing at ages 55, 60 and 65, on lives of 
14 years and up. Beginning at maturity 
date a monthly income of $10 per unit 
for 10 years certain and for life is paid. 
Life insurance is given during the period 
before maturity but the State Mutual 
has concentrated on the pure endow- 
ment feature. 

An idea of the size of the accumula- 
tions is given by the fact that on the 
$100 a month contract maturing at age 
55 the sum reaches $16,800, the one 
maturing at age 60 is worth $14,900 and 
the third maturing at age 65 is worth 
$13,220. At maturity the assured has 
his choice of $100 a month for life, guar- 
anteed for 10 years, of accepting a cash 
sum or taking a paid up policy for 
$10,000 and a large sum of cash in addi- 
tion, or to take a paid up policy for 
more than $20,000, the amount depend- 
ing on how much insurance can be 
bought with the value at maturity. 

Double indemnity and disability may 
be issued in conjunction, the double 
indemnity applying only on the insurance 
value which is $1,000 for each unit of 
$10 monthly income. Disability pro- 
vides for $10 a month for each unit dur- 
ing disability. The disability premium 
will be discontinued at age 60 and bene- 
fits will apply if disability occurs be- 
fore this age. The 90 day clause 1s 
used. 

Representative rates at the various 
ages, together with and without ac- 
cumulated dividends, are shown below: 

Income at 5S 





Maturity Value with 
Age Rate Value Dividends 
14 $29.43 $1,680 $3,050.48 
ss sa.es 44.48 1,680 2,535.42 
aan 74.03 1,686 2,191.12 
a? eesns 164.86 1,680 1,925.00 
Income at —" 
Se saved $23.83 $1,490 $3,076.00 
25 33.95 1,490 2,500.82 
35 51.97 1,490 
Ce sevens 95.42 1,490 
oe cine 149.97 1,490 
Income at 65 
Maturity Value with 
Age Rate Value Div idends 
14 20.16 $1,322 $3 181 
25 27.36 1,32 2,522.80 
Se éeeay 39.32 1,322 
eee 64.33 1,322 
ek atic 139.16 1,322 





Illustrative dividends on these con- 


tracts at the end of the first year ar 
Income at 55 

Age Age om 

— rs SO BPE BS cccoceces $ 7.49 

OS sccbicess%e 6.29 45 ...ccceees: 10.34 
Income at 60 

Age Age 

ae eo 2 eee $ 8.88 

a scenevceses 6.06 55 ....cceeees 11.0 

Oe etdeséeecece 01 





(CONTINUED ON NEXT PAGE) 
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(CONT'D FROM PRECEDING PAGE) 
Income at 65 


Age 
a ae on 
M vseceereee 2 eee 11.96 
DE cieseceon 6.73 


Total net deposits on these contracts 
py deducting dividends on the present 
scale are given as follows: 


- .osteeanen in 35 years $ 591.88 

Rl cacccesss enna in 30 years 853.50 

SR eee in 20 years 1,127.13 

re in 10 years 1,441.82 
Income at 60 

Age 

—— ee in 35 years $ 472.49 

TD ccccccovesees in 35 years 687.45 

C—————aaE in 25 years 907.61 

rrr in 15 years 1,163.97 

——— See in 10 years 1,302.81 
Income at 65 

Age P 

a poccceseoesees in 35 years $ 392.26 

i. cn0vesgtaeeee in 35 years 551.88 

Ps - in 30 years 754.83 

i cvnvcesesueee in 20 years 967.87 

i cseceeennmee in 10 years 1,199.29 





Raises Nonmedical Limits 


Nonmedical limits of the Franklin 
Life were raised from $3,000 to $5,000, 
effective July 15, President Henry Abels 
announced. This is subject to statutory 
limitation in several states. Ages be- 
tween 10 and 45 will be considered, but 


no terms will be written at age 20 or 
under. In Iowa $5,000 can be written 
with a short medical form. In Missis- 
sippi $2,500, in Oklahoma $2,000 and in 
all other states up to $5,000. A medical 
will be required in Nebraska with the 
first application in the Franklin, but 
none thereafter or if payments are to be 
made monthly. A short medical form 
will be required in Mississippi for non- 
medical over the amount of $2,500 and 
under $5,000, and a short form will be 


required in Oklahoma for more than 
$2,000 and not over $5,000. 
Acacia Has New Policy 
The Acacia Mutual Life has an- 


nounced that a new special protection 
policy is to be issued on ages 21 to 54. 
The rates for a $10,000 policy are given 
below. Disability and double indemnity 
benefits may be had under this policy 
for an additional premium. 


Rates Per $10,000 





Age Prem. Age Prem. Age Prem. 
21 $105,90 33 $131.00 45 $194.20 
22 107.50 34 135.40 46 202.50 
23 109.20 35 139.40 47 211.30 
24 110.90 36 143.60 4s 220.40 
25 112.70 37 148.00 49 229.90 
26 114.60 38 152.60 50 239.80 
27 116.60 39 157.40 51 257.70 
2 118.70 40 162.40 52 264.10 
29 120.90 41 168.20 53 276.90 
30 123.30 42 174.20 54 290.20 
31 125.70 43 180.60 in 4 ©6<“eneer 
32 128.30 44 el ce = 
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NEWS OF THE PRUDENTIAL 


Some Promotions are Announced In- 
volving Men in the Ranks Who 
Have Made Good 


William J. Muller, of the Brooklyn No. 
lf district, is made an assistant for the 
Prudential. He has been a Prudential 
representative for only a short time. 

Agent Charles W. Baker, of the Taren- 
tum, Pa., district, has been advanced to 
be an assistant superintendent and as- 
signed to the New Kensington detached 
office. 

Emanuel L. Guthrie, agent at Alliance, 
Ohio, detached office of the Warren, 
Ohio, district, is the pacemaker among 
agents of Division F in ordinary produc- 
tion for the first half of the year, and 
is listed number five among the entire 
Prudential industrial field force. 

Samuel E. Port, superintendent at 
Warren, Ohio, has been transferred in 
the same capacity and assumed charge 
of the company’s interests at Youngs- 
town, Ohio. To fill the vacancy at War- 
ren, Superintendent Stephen Coldiron is 
transferred from Hamilton, Ohio. 

Agent Arthur H. Gerdes, in the Bur- 
lington assistancy of the Ottumwa dis- 
trict, is admitted to Class “D” of the 
Prudential Old Guard, indicating twenty 
years of continuous service. 

Agent Charles M. Simpson of the 
Syracuse No. 1 district, has been pro- 
moted to assistant superintendent in the 
Same district. 

William G. Schafer of the Poughkeep- 
sie, N. Y., district of the Prudential, has 
been advanced to assistant superintend- 
ent in the same district. 

Division H announces the promotion 
of Agent C. M. Simpson to assistant 
Superintendent in the Syracuse No. 1 
district, 

Superintendent Edwin C. Foppert of 
the Hazleton, Pa., district has completed 
“0 years’ service with the company. 

Talmage D. Bartlett has taken charge 
48 superintendent at Lexington, Ky. He 
Started with the Prudential, Jan. 6, 1919, 


as agent at New Albany, Ind. He was 
made assistant in 1925. George W. But- 
ler, superintendent at Lexington, has 


been transferred in the similar capacity 
to Atlanta, Ga. 


_The Prudential has opened Omaha 

No. 2. The new district is placed in 

charge of James N. Goebel as superin- 

aan. He became an agent at Racine, 
is., 


in 1914 and was made an assistant 
in 1919, 

_ Geza Menkina, inspector, operating in 
Chicago, has recently completed 25 years 
of service with the company. 





Agent Albert Kleist of Chicago No. 10 
recently completed 20 years of service 


with the Prudential. He started in the 
Chicago No. 11 district on May 31, 1909, 
and took over his present agency Nov. 
11, 1912. 

Fred W. Ellerthorpe is promoted from 
an agency to an assistancy in the De- 
troit No. 2 district. 


Western & Southern News 


Superintendent J. H. Robson and staff 
of the Charleston, W. Va., district office 
of the Western & Southern Life, held a 
banquet there at which the guests were 
Superintendents J. E. Nichol, Ashland, 
Ky.; C. A. Bartels, Huntington; A. D. 
Troxel, Portsmouth; P. B. Valentine, 
Maysville, and home office executives. 

The Washington, Pa., office has been 
consolidated with the Pittsburgh South 
district and the Monongahela City, Pa., 
office transferred to the McKeesport dis- 
trict. 

Superintendent E. B. 
been transferred from 
Park to Gary, Ind., and is succeeded at 
Ogden Park by Supervisor C. E. Rey- 
nolds. The company announces the pro- 
motion of the following agents to assist- 
ant superintendents: C. Kessler, Louis- 
ville West; R. Alstott, Peoria; C. Bab- 
bitt, Hartford City, Ind.; F. Lanterman, 
Chicago-Englewood; H. Edwards, Piqua; 
G. Mose, Cincinnati Park; H. Bauer, 
Springfield; G. Coleman, Parkersburg; 
H. Saltzman, Chicago-Douglas Park: M. 
Eickhorn, Ft. Wayne, and E. Jones, Vin- 
cennes. 


Stukenborg has 
Chicago-Ogden 








ASSOCIATIONS 

















PLAN FIELD DAY IN CHICAGO 


Golf Tournament, Bridge and Dinner 
at Country Club to Be Outstand- 
ing Fall Event 


The first annual field day of the Chi- 
cago Association of Life Underwriters, 
intended to acquaint members with the 
work of the association, to make them 
better acquainted and also to offer re- 
creation, is being planned by a special 
committee headed by A. E. Patterson 
of the Penn Mutual, to be held in the 
middle of September. 

Heretofore, activities of the associa- 
tion have consisted largely of the 
monthly luncheons with short addresses 
by leading underwriters. It was felt that 
some outstanding event of the year 
should be organized, because members 


offered and many of them were slipping 
away immediately after the meal so they 
would not have to listen to the talks. 
A successful field day recently was held 
in Buffalo and another in Pittsburgh. 
Many life underwriters’ associations 
over the country have had success with 
this form of entertainment, according 
to Secretary Walt Tower of the Chi- 
cago association. 

Chairman Patterson and his commit- 
tee now are in touch with several coun- 
try clubs,.and soon will announce the 
place for the event. A tournament 
with several prizes, bridge, a dinner at 
the club in the evening and interesting 
addresses are being planned. 

x * * 


San Francisco—Plans for increasing 
membership of the San Francisco Life 
Association by 300 and endorsement of 
the University of California's extension 
course on life insurance were the prin- 
cipal actions of new officers and execu- 
tive committeemen at their first meet- 
ing. Endorsement of President Frank 











P. Ebertz’s plans for the ensuing year 
was unanimously given. Each officer 
and executive committeeman heads one 
of the committees as chairman. Presi- 
dent Ebertz announced the following: 
Clark A. Moore, Aetna, first vice-presi- 
dent, renewal; Karl L. Brackett, John 
Hancock, second vice-president, mem- 
bership; Daniel E. Mooney, Canada Life, 
secretary, program; I. E. Hervin, Metro- 
politan, treasurer, presidents’ commit- 


A REAL OPPORTUNITY AT 
DAYTON, COLUMBUS AND 
SPRINGFIELD, OHIO 

itself hist ; , 
ae agency builder for the position of Man- 
ager. Write fully, im strictest confidence te 
the Department, The Toledo Trav- 
_H ,t-— Company, Toledo, Ohio. 











EXCEPTIONAL 
OPPORTUNITY 
IN CALIFORNIA 


Progressive agency in San Fran- 
cisco of large eastern mutual com- 
pany has fine opening as supervisor 
for ambitious young man of proven 
sales ability. Salary basis. Previous 
experience as supervisor not neces- 
sary, as will be given special three- 
weeks’ training course at Home 


Office. A real opportunity for a real 
man who wants to move to Cali- 
fornia. Write in strict confidence to 


M-99, The National Underwriter, 
giving complete personal and busi- 
ness history. 











Investment Wanted 


A group of business men, repre- 
senting trust funds desires to 
purchase controlling interest in 
a Life Insurance Company. Will 
also consider minority interest, 
or assist in re-financing if man- 


agement is good. All corres- 
pondence in strict confidence. 
Address M-100, The National 


Underwriter. 








tion will be long coming. 


question. 


A SPLENDID OPPORTUNITY FOR THE RIGHT MAN 


One of the young Legal Reserve Life Companies is in a posi- 
tion to offer a real opportunity to a young man, 30 to 35 years 
of age through becoming associated with us as a Home Office 
Agency Man with the expectation that he will develop as far in 
the Home-Office family as his ability to produce results warrants. 
We are not looking for the man out of a job. 
young man who, in his present connection, may feel his promo- 


We want the 


His character, industry, education and other qualifications 
that go to make up a successful agency official must be above 


All correspondence and negotiations strictly confidential. If 
interested, address M-98, The National Underwriter. 











Organized 1850 


THE UNITED STATES LIFE 'SSmrany- 


In the City of New York 
Over 78 Years of Service to Policyholders 

Good territory for personal producers, under direct contract 
HOME OFFICE: 156 Fifth Avenue, New York City 


Non-Participating Policies Only 














were being drawn mainly by the food 





and health profits. 


Read “‘Summer Season Sales Letters” 


Actual letters are suggested in the August issue of 
The Accident and Health Review which will help you 


take the “SUMMER SLUMP” out of your 





Sign the coupon and re- 
ceive this idea-giving 
accident and health 


magazine for one year. Name 


Address 


City 











accident 
The Accident and Health Review 
175 W. Jackson Bivd., 
Chicago, Il. 
Gentlemen: Put me down for a year's subscription 


starting with the August issue and bill me for $2 


amd Beate. .cccccccccccvcesovecsepsccoccccevcceccocece 

















ACROSS 
THE 
NATION 


Extends the Territory of 


The PROVIDENT 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


Chattanooga, Tennessee 














Somewhere on This Broad 
Map There Is an Agency 
Opportunity for You 


with 


LIFE INSURANCE 


Modern Policies at Low Cost 
—Liberal Agency and Prompt 


Service 
or 


ACCIDENT & HEALTH 
INSURANCE 


Full line of Broad Coverage 
Commercial Policies, Quick 
Selling $5.00 and $10.00 Auto- 
mobile Accident Policies and 
Accident and Health Insurance 
on the Monthly Premium and 
Pay Order Plans. 


GROUP LIFE 
INSURANCE AND 
GROUP ACCIDENT 

AND HEALTH 

INSURANCE 

















THE NATIONAIT 


tee Cc WwW Hollebaugh, fleld secretary 
western states, inetructer in university s 
extension course, educational committee 
Otte Lanepaap, ereetere, Oncar * la 
bart, publicity Halde lvanecovich, aare 
late chairman membership: I. M. Joat 
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Hichmend, Va. Jevne A. Hood, newly 
elected president f the Richmend, Va 
\ue sation of Life Underwriters, has 
appointed the followtng committee chatir- 
men t eerve during his administration 
lLewislative and tax, Galuse W Diggs; 
memberahis Luther W. Wells; research, 
Ernest H. Perkins Members of the ex- 

| eeutiy ommittee are T. ryor Camp- 
bell, J chairman: Jesse A. Wood, Hor- 
ace Sharp, Carlton FP. Moffatt, L. W 
Efford 1 Mareton Crump, Galus W 
Dices, Basil 1. Chapman, William De- 
lows Love, Luther W. Wells 

President Hood has completed ar- 
rangements with WRVA station at Rich- 
mond for a 10-minute broadcasting talk 
once a week covering the fields of life 
insurance 

* * * 
Dayton, O.—The Dayton association 


has elected the following officers: Mason 
H. Lytle, Mutual Life of New York, pres- 


ident: H. D. Peter, Equitable Life, first 
vice-president; Harry L. Bimm, Massa- 
chusetts Mutual, second vice-president; 
Mary Niswonger, Equitable, reelected 


secretary-treasurer. Mr. Bimm also was 
elected a director, the other three elected 
being Charles D. Farmer, Emil Metzger 
and F. E. Shelton. F. C. Holloway and 
Henry A. Stout are holdover directors. 
The Dayton association now has more 
than 100 members. No more meetings 
will be held until fall when a sales con- 
gress will be planned. 


Missouri State 
Buys a Company 


(CONTINUED FROM PAGE 3) 


pany will net the Missouri State Life 
upwards of 5% percent annually on the 
price paid for the stock. It is believed 
that these earnings will increase mater- 
ially in the future. Prior to the pur- 
chase minority stock was quoted at $650 
to $675 a share. 

“The insurance commission that had 
an opportunity to study the contract of 
sale and was advised of all the details 
of this transaction regard it as a won- 
derful buy for the Missouri State Life,” 
Commissioner Thompson said. “Not 
only will the investment net the com- 
pany a better return than any other 
conservative purchase or loan it could 
make but it knows the business. 

“The Southwestern Life has had a 
wonderful record and there is every 
reason to expect that it will continue to 
grow. However, if at any time the 
necessity should arise for the Missouri 
State Life to take over the administra- 
tion of the company from the present 
management it could step in and take 
charge without a hitch. The same is not 
true when an insurance company is 
forced to foreclose on a large farm or 
other holdings. So from every view- 
point it is a good deal for both compa- 
nies, and the commission so regarded it.” 

The Southwestern Life was organized 
in 1903 and commenced business on 
July 4 of that year with $100,000 capital 
and $50,000 surplus. At the close of 
1928 the company reported $246,958,606, 
of which approximately 98 percent was 
written on the non-par basis and in- 
cluded $25,319,827 of group. The com- 
pany now writes non-par exclusively and 
confines its operations to Texas. Its 
admitted assets on Dec. 31, 1928, total 
$29,283,891 and non-admitted assets 
$132,150. Income in 1928 was $8,066,637. 
It paid a cash dividend in 1928 of 24 
percent or $240,000 on the then capital 
of $1,000,000 and also increased the sur- 
plus $542,841 from earnings and in the 
year added $36,117 to its investments. 
On Jan. 3, 1929, the company declared 
a stock dividend of $1,000,000, increasing 
the capital to $2,000,000 and also ordered 
a cash dividend of 14 percent. In 1928 
the company wrote $71,357,383 of insur- 


ce. 
The Dallas company thas been among 
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the most successful in the Southwestern 
field and since its organization has paid 
its stockholders $1,750,000 in stock divi- 
dends and in addition $1,946,000 in cash 
dividends, There is no limitation on the 
dividends the company may declare and 
it is now operating strictly as a non-par- 
company. This makes the Missouri 
State Life's investment the more desir- 
able. Since 1920 the dividend record of 
the company follows: 1920, 12 percent 
cash and 50 percent stock; 1921, 12 per- 


cent cash; 1922, 12 percent cash and 
33 1-3 percent stock; 1923, 15 percent 
cash; 1924, 16 percent cash; 1925, 20 
percent cash; 1926, 20 percent cash; 


1927, 20 percent cash; 1928, 24 percent 
cash, and 1929, 100 percent 
14 percent cash. 

Last year the actual to expected mor- 
tality was 46.2 percent and the net rate 
earned on mean ledger assets was 5.7 
percent. The officers of the Southwest- 
ern Life are T. W. Vardell, president; 
T. L. Bradford, vice president; ‘ 
Lee, secretary, and E. G. Brown, actu- 
ary. 

President Hillsman Taylor of the Mis- 
souri State Life said that the purchase 
was made by the Missouri Siate Life 
and not by Rogers Caldwell & Co. of 
Nashville, Tenn. The latter firm, how- 
ever, controls the Missouri State Life. 
Rogers Caldwell & Co. also control the 
Inter-Southern Life, Southeastern Life, 
Home Life of Arkansas, Home Acci- 
dent of Arkansas, Home Fire of Arkan- 
sas, Southern Surety and Southern Fire. 


Business Cover 
Easy to Write 


(CONTINUED FROM PAGE 4) 


ments, credit factors. The life under- 
writer would be a wonder if he knew 
what up-to-date credit managers know. 

“Only three general classes of fac- 
tors affect credit in business: 1. Human; 
2. Financial; 3. Cyclical. Human factors 
cover personal ability and integrity of 
management. Financial factors are em- 
braced in figure and statement analyses. 
Cyclical factors reflect the influence of 
general ‘business conditions. 


Two Major Appeals 


“Why mention this? «For this rea- 
son. Business life insurance is sold 
chiefly on two major appeals: 1. To re- 
place activity values; 2. To liquidate an 
interest of a partner or retire the stock 
of a stockholder. To replace activity 
value we must understand ‘personal fac- 
tors’ of credit rating. To sell life insur- 
ance for stock interest purchase ‘or 
liquidation, we must appreciate finan- 
cial factors and earning power. 

“In conclusion: This is a marvelous 
period in American industrial history in 
which to be alive. Talk business to 
business men. Get a line on the corpo- 
ration or partnership. Translate pre- 
mium cost into cents per dollar earned. 
Tell the milkman how few quarts a 
day pay the premium to protect his 
business; the cigar maker how many 
cigars a day. See your lumber dealer, 
furniture manufacturer, builder, interior 
decorator, meat man, fruit dealer, haber- 
dasher, tobacco importer, etc., etc., and 
translate your story into his language 
and into the terms of his business.” 


Confer as to the Coming 
Convention in Toronto 


R. Leighton Foster, superintendent of 
insurance for the Province of Ontario, 
Canada, has been visiting in Hartford. 
He and Col. Howard P. Dunham, Con- 
necticut insurance commissioner, con- 
ferred on the forthcoming international 
meeting of the National Convention of 
Insurance Commissioners, of which Col. 
Dunham is president, and the Associa- 
tion of Superintendents of Insurance of 
Canada, of which Mr. Foster is secre- 
tary and treasurer. The meeting will be 
held in Toronto in September. 
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Hotel Brevoort 


Madison St., East of La Salle 
CHICAGO 


Convenient proximity to Chi- 
cago’s financial and insurance 
districts is only one of the many 
advantages enjoyed by Brevoort 
guests. Here, at moderate prices, 
are cheery, well furnished rooms, 
faultless appointments, and 
service that anticipates your 
every need. 


Two and one-half blocks from 
the world’s busiest corner and 
the State Street shopping cen- 
ter; close to the principal 
theaters, depots, and all classes 
of transportation. The Brevoort 
restaurants are famous from 
coast to coast for quality of 
food and service. The garage 
extends special courtesies. At- 
tendants call for cars of arriving 
guests without extra charge. 
Room rates: One person, $3.00 
to $5.00 a day; two persons, $3.50 
to $8.00. 
E. N. MATHEWS, President 
R. E. KELLIHER, Manager 

















ATTRACTIVE 
GENERAL AGENCY 
CONTRACT 
TO THE RIGHT MAN 


In city of over half million 
population. Now open. 


Exceptional op ity for 4 
live producer to make at least $500 
per menth, under a liberal General 
Agency contract and at the same 
time 


BUILD UP A 
PERMANENT INCOME 
For Old Age or his dependents 


If you can qualify for this oppor 
tunity, give full details of all past 
business connections in your 
letter, which will be treated # 
confidential. 


W. C. C. 


Lock Box 1365 
Columbus, O. 
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M. HUNSICKER, Fidelity Mu- 
C tual Life, Philadelphia, has made 

* a study of business insurance. 
“Business men,” Mr. Hunsicker said, 
“in all probability have never been so- 
licited intelligently for business life in- 
surance. Every business man is vitally 
interested in his business, and is always 
willing to listen to any suggestions 
which may benefit it.” The two prin- 
cipal objectives to be accomplished by 
a business insurance agreement, accord- 
ing to Mr. Hunsicker, are “to provide 
for the payment of claims of creditors 
and thus bolster up credit standing; 
land to arrange for the perpetuation of 
the business in the event of the death 
of one or more of the active men. 

Mr. Hunsicker has for purposes of 
discussion separated the subject of 
“business insurance” into five classifi- 
cations. 


Incorporating Business 
Will Not Solve Problem 


In the individual business which Mr. 
Hunsicker considered first, there has 
been in recent years an effort on the 
part of the owner to perpetuate his 
business. Years ago the individual busi- 
ness died with the death of the owner. 
“Some business men with sole proprie- 
torship,” said Mr. Hunsicker, “feel that 


when they incorporate and sell some of | 


the stock to their understudies, they 
have arranged for the perpetuation of 
their When this has been 
done, unless the proper agreement has 
been drawn up between them the very 
object which the owner had in mind in 
selling this stock to them is defeated. 
“The proper method of handling 
such a situation is to take out business 
insurance so that the young men may 
buy the interest of the owner and keep 
the business going. The stock sold to 
the younger men, should be sold at such 
4 price that the dividends on it will be 
used towards the purchase price. In- 
surance should be carried on each one 
who 1s insurable for the entire purchase 
; example: if the stock 


business. 
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Business Insurance Essential to Going 
Concern—Hunsicker of Fidelity Mutual 
Cites Benefits to Organized Concerns 


sold to them at $100 a share and the 
dividends are applied towards the pur- 
chase price, the agreement can set 
forth that the purchase price, in event 
of death, would be $150 a share, and 
life insurance can be carried for this 
price of $150 a share. Now, if death 
occurs before anything had been paid 
on account of this purchase price, the 
estate of the deceased would receive 
the profit of at least $50 per share, and 
the stock of the deceased then belongs 
to the survivors who are parties to the 
agreement as their interests may appear. 


Insurance Invaluable When 
Liquidation Is Desired 


The individual proprietor who has no 
understudy, and desires that the busi- 
ness should be liquidated as soon after 
his death as possible should realize the 
difficulty of carrying out his wishes. 
The assets of his business at death will 
naturally be less than they would be 
during his lifetime and his liabilities 
will not decrease. Life insurance will 
protect his estate against payment of 
his debts from other assets. Life insur- 
ance enables his heirs to delay liquida- 
tion until market conditions are favor- 
able. 

When death dissolves a partnership, 
life insurance should be provided to pay 
the major part or all of the deceased 
partner’s interest at an agreed purchase 
price. At the death of one partner the 
interests of the other may be financially 
jeopardized or it may bring the widow 
of the deceased into the business. Life 
insurance would remedy both the diffi- 
culties. 

In the case of closed corporations a 
business agreement can be drawn up 
having in it an absolute contract of 
sale by which each one agrees to sell 
and the others to buy at the price 
named in the agreement. The price 
can be changed from time to time by 
mutual consent. Life insurance may be 
carried, payable directly to the bene- 
ficiary of each one, providing for all or 
part of the purchase price. This pro- 
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cedure will help to establish the credit 
standing of the company with 
banks. There may be some difficulty in 
arriving at a selling price. Three 
tors are to be considered: capital, labor 
and brains. i 
porated for $100,000, with a $30,000 a 
year profit, should allow $6,000 a year 
as interest on capital and $24,000 should 
be credited to brains. To keep the 
business producing a $30,000 profit, the 
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Cc. M. 


brain should be insured. Suppose the 
stock is owned in equal shares by three 
men. Then when one dies, his heirs 
should receive more than the book 
value his share, which would be 
The earnings of each from 
$30,000 business would be $10,000 


ot 


this 


| annually, made up of $2,000 as interest 





investment and $8,000 as the share 
of the profits credited to brains. In 
Mr. Hunsicker’s opinion, a fair valua- 
tion would be one-third of the princi- 
pal sum plus the possible profits for 
seven years after death. In this case 
the total selling price would be $90,000. 

Most corporations cannot afford to 
carry insurance on this amount, but if 
they carry half the insurance they could 
easily borrow the balance of the sum 


on 


the | 


A business which is incor- | 


fac- | 
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stock of 
make payments to the deceased's bene- 
ficiaries. In the case of large corpora- 
tions it is customary to carry large lines 
of insurance on the valuable men to re- 
place as far as possible the loss that 
such corporations suffer by their death. 

In the case of a syndicate the success 
of financial investments depend largely 


the deceased and could 


on the 


upon the business ability and integrity 
of one man, and it is customary to in- 
sure this valuable life for the benefit 


of the syndicate. 


Prudential Gives Report 
on Real Estate Loans 


Real estate mortgage loans totaling 
$70,075,702 on dwellings and apartment 
houses alone were made by the Pru- 
dential the first six months of 1929, ac- 
cording to Archibald M. Woodruff, 
vice-president. 

There were loans on 8,922 dwellings 
in the United States and Canada, for 
a total of $46,667,877 and provided ac- 
commodations for 10,136 families. Loans 
also were made on 638 apartment houses 
in the two countries, these totaling 
$23,407,825 and providing living quarters 
for 8,798 families. Hence, in the six 
months ended June 30, there were 
9,560 such individual loans and, as a 
result 18,934 families were provided for. 

In June alone there were 38 such 
city loans, other than on residences, 
for a total of $4,755,600. 


Crown Life Club Meets in Quebec 


The annual convention of the Crown 
Life Club and Crown Leaders Corps 
was held in Quebec, with H. R. Steph- 
enson, general manager, in charge of the 
formal opening. Louis Bouvier, super- 
intendent for Quebec province, and J. 
A. Fortier, division manager, welcomed 
the members. Thursday and Friday 
were spent on board the Steamer Sa- 
guenay on the St. Lawrence and Sague- 
nay rivers 

The officers of the Crown Life Club 
are: President, Brenton S. Brown, Van- 
couver; vice-presidents, Ned H. Trum- 
bull, Detroit; Jess Kaplan, Toronto; E. 
Forest, Montreal; secretary, I. M. Gil- 
bert, Toronto. 
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| Standardised DALLWIG RECORD. 


| Name 
| Street 


You Can Now Give the Service Your Clients Expect! 


By Using the Standardized 


DALLWIG Commission RECORD 


“It dignifies your business”’ 
The Recognized Standard Policy Register for the Life Underwriter! 





No complicated bookkeeping. Just a quick simple, 
common sense method of bringing before you at a 


Send at once and without obligation the 


glance all the facts relating to your written business! 


Ser ererarere = TEAR GFF TH COUTON AND MAR, TOQQQ CC Ce err 
| P. G. Dallwig, Inc., 105 W. Adams St., Chicago. 
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Also send price list. 
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C Oates & HERFURTH 
CONSULTING ACTUARIES 

114 Sansome Street 437 So. Hill Street 
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ILLINOIS 





ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 
190 N. La Salle St. 
Telephone State 7288 
CHICAGO, ILL. 








H ENRY R. CORBETT 


Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 
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RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
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Consulting Actuary 
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FRANK J. HAIGHT, President 75 Fulton St ‘ 
INDIANAPOLIS New York 
Omaha, Kansas City 


OKLAHOMA 











ARRY C. MARVIN 

Consulting Actuary 
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We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 


Addition the Following SPECIALS 


1. Ordinary Life Special $5,000. 

2. Personal Life Monthly Income for Rejected Risks. 

8. The Best and Most Liberal Sub-Standard Facilities. 
4. Children’s Educational Policies age 1 day to 10 years. 
5. Up-to-date Health and Accident Policies. 


We welcome to our Ranks only serious- 
and integrity—men who are intent = suc- 


serious-minded men of 
and prof- 


Very desirable territory open 
OHIO — INDIANA — KENTUCKY — TENNESSEE 


Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 
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JOHN G. WALKER 
Chairman of the Board 





The Life Insurance Company of Virginia 
58 Years of Existence 


BRADFORD H. WALKER 
President 


Richmond, Virgmia 
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President William A. Law of the 
Penn Mutual Life, writing for the “Uni- 
versity Placement Review,” a magazine 
of the University of Pennsylvania, dis- 
cussed life underwriting as a career for 
the college graduate. He said in part: 

“Developments in radio, the airplane, 
and the submarine during the past few 
years have been no less astonishing 
than the developments in life insurance. 
The amount of insurance in force in 
this country will probably reach the 
$100,000,000,000 mark during 1929. This 
total, astonishing in itself, appears still 
more remarkable when we consider that 
80 years were required to produce the 
first $50,000,000,000 of American life 
insurance, while the second $50,000,000,- 
000 will be written in a little more than 
seven years. More new insurance is 
now written each year than the total 
amount in force 20 years ago. 


Cever Value of Human Assets 


“It was not so long ago that, in general 
life insurance was regarded only as a 
method by which a wage-earner could 
provide for a family that would other- 
wise be left destitute in case of his 
death. While the chief function of life 
insurance is, and doubtless always will 
be, to step into a man’s shoes financially 
in order to replace his earning power to 
his family, no person who has given 
any study of the subject looks on life 
insurance merely in this light. Today 
business organizations use life insur- 
ance to cover the value of their human 
assets. Men of wealth provide funds 
to meet inheritance taxes through insur- 
ance. Educational and philanthropic in- 
stitutions are looking on life insurance 
as a channel through which their en- 
dowments may be increased. 


Trained Minds Needed 


“If we realize all that is involved in 
present-day life underwriting, we must 
realize also that this work demands not 
only a high grade of intelligence, but 
a trained mind. It does not require 
much intelligence or training to sell a 
$5,000 policy to a man because ‘life 
insurance is a good thing to have;’ but 
the outstanding figures of the life in- 
surance world today are not selling in- 
surance on this basis. They are ar- 
ranging insurance to meet — specific 
needs, 

“It is not strange that the work of 
life underwriting is attracting an in- 
creasing number of college graduates. 
A survey made among the alumni of one 
eastern college showed that next to 
‘general business,’ insurance had out- 
stripped all other vocations in the ratio 
of growth among the occupations chosen 
by graduates. While this survey did 
not indicate the percentage of college 
graduates who were actually selling in- 
surance, it is safe to say that the ratio 


Court Rules hades U. S. 
in War Risk Interest Case 








Liability of the United States to pay 
interest to the holder of a war risk 
policy on unpaid installments arising 
out of total and permanent disability, is 
that of a private enterprise, the federal 
district court for the northern district 
of Ohio has held in the case of Tom 
Gianakouras. 

“Emphasis is placed upon the state- 
ment that the relation between the gov- 
ernment and the policyholder is one of 
‘benevolence,’” the court said. “How- 
ever, the act under which the policy 
was granted stresses the fact that it is 
a contract, and further, no reason ap- 
pears why the benevolence of the gov- 
ernment should end with the payment 
of the principal, 
interest on monthly 
eously withheld.” 
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Good Career Given College Men—W. A. Lay 
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American National 
Insurance Company 


HOME OFFICE: 


GALVESTON, TEXAS 
$546,645,788.00 INSURANCE IN FORCE 


We Have Openings for Live Men in 


California Michigan Tennessee 
Colorado Minnesota Texas 
Georgia Missouri Virginia 
Kansas North Carolina Washington 
Kentucky South Carolina West Virginia 
ORDINARY—INDUSTRIAL 


GROUP—HEALTH AND ACCIDENT 


Liberal First Year and Renewa! Commissions 
Up to Date Policies—Non Medical—Group and Special Low 
Premium Plans Offering New and Attractive Features, 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 


Agency Manager, Ordinary Department 
GALVESTON, TEXAS 


























A YEAR OF 
SIGNIFICANT PROGRESS 


— 


Increase in New 
Paid for Insurance in 
New York City in 1928 


HOME LIFE INSURANCE COMPANY 
OF NEW YORK 


ETHELBERT IDE LOW, JAMES A. FULTON, 
President. Agency Vice President. 




















YOU 
CAN MAKE GOOD 


It does not all depend on you—it 
depends as much on your Company 
and the cooperation offered you. We 
have agency openings in Thirteen 
States offering personal assistance as 
well as bank cooperation. If you want 
us to help you make good in the life 
insurance business get in touch with 


oO. L. HOLLAND, President 


AMERICAN NATIONAL 
ASSURANCE CO. 


3719 Washington Blvd., St. Louis, Mo. 


























We are only seven years old, with over 
$90,000,000.00 Insurance in force. Why 
not connect with us now? You will, 
no doubt, wish to eventually. Excel- 
lent territory and a splendid chance 
for promotion. Address all communi- 
cations, giving references, to 


A. F. SEELIG, Agency Manager 


Cuicaco NATIONAL LIFE 


INSURANCE COMPANY 
1400 West Washington Blvd. 


Chicago, Illinois 
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12 inch mortars of our mighty 
Coast defense at Fort Totten 
belching a warning of the pro- 
tection they are prepared to give 


ROTEC TION 


Because of our close knit organization 
we are in an unusually favorable position 
to protect our agents’ interests and to 
help them over the rough spots. This 
protection is not confined merely to our 
better producers—the same concern is felt 
and the same cooperation is extended to 
the novice struggling to make the grade. 


You'll like The Peoples Life—the company that 


does more for its agents 


THE PEOPLES LIFE INSURANCE 
COMPANY *ILEINOIS. 


CHICAGO, ILLINOIS. 


our Stedman President. 
6.L.Lutterloh: - - Secretary 
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